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Mr. Faulkner’s comments were, of 
course, Summarized before the For- 
and bill had been shelved. Neverthe- 
less, because their forceful and co- 
gent content so accurately reflects 
the opinion of the industry as a 
whole, they are presented inasmuch 
as Rep. Forand has said he proposes 
to reintroduce his bill early next year. 


WASHINGTON—In a hard-hitting, 
comprehensive and closely reasoned 
attack, President 
E. J. Faulkner of 
Woodmen Acci- 
dent & Life told 
the House ways 
and means com- 
mittee at a hearing 


why American 
Life Convention, 
Life Insurance 
Assn. and Health 
Insurance Assn. 





are strongly op- 
posed to the For- 
and bill, HR 4700. 
Mr. Faulkner listed these reasons for 
opposing HR 4700 and similar proposals 
for the government financing of the 
cost of health care: 

—Such measures are premised on 
the false assumptions that most of 
the aged are unable to finance their 
health care costs or to obtain ade- 


E. J. Faulkner 


quate voluntary health insurance. 
—The proposal would impair, if not 
destroy, the present social security 
system, and voluntary health insur- 
ance. 
—It would fail to alleviate the only 
real problem—that of the presently 





Other members of the life indus- 
try who testified against the Forand 
bill, and whose arguments substan- 
tiated specific aspects of Mr. Faulk- 
ner’s views, included Albert C. 
Adams, general agent of John Han- 
cock, who spoke for NALU, and John 
G. Galloway, Birmingham, general 
agent of Provident Life & Accident, 
who spoke for International Assn. of 
A&H Underwriters. 





aged who require assistance to meet 
their health care costs. 

—Such proposals would impose a 
new, uncertain, growing and crushing 
burden on an already heavily taxed 
citizenry. 

—These proposals would develop 
pressures for a completely compulsory 
health insurance plan. 

—They would aggravate and in- 
tensify the present and future eco- 
nomic and fiscal problems of the 
country. 

—They are unnecessary, since vol- 
untary health insurance has the cap- 





Forand Bill Shelved; 
Will Be Reintroduced 
‘Early Next Year’ 


WASHINGTON—The Forand bill 
has been shelved. After a week of 
hearings here which presented argu- 
ments and testimony before the House 
ways and means committee, it has 
been set aside until next year. 

“These hearings during the past 
week have been helpful, although not 
complete,” Rep. Forand said. “And in 
view of the heavy agenda of the com- 
mittee, I don’t think we will be able 
to get this legislation to the floor be- 
fore adjournment this session. I am 
hopeful of action early next year.” 

The bill would have provided up 
to 60 days of hospital care, 120 days 
of nursing home care, and payment 
of surgical bills for social security 
Pensioners aged 65 and over. To pay 
for it, the social security payroll tax 
would have been boosted % of 1%— 
% of 1% each on employers and em- 
Ployes. 

Supporters of the bill included the 
AFL-CIO. The insurance industry was 
Whole-heartedly against it, as were 
doctor groups. Some of the testimony 
against the bill is included in this is- 
sue of THE NATIONAL UNDERWRITER. An 
editorial appears on page 14. 
American Mutual Life ended the 
first six months of 1959 with an 8% 
gain in ordinary over the same period 
last year. 





Group Insurance Benefits 
Paid in the United States 


(In Billions) 





$0.6 


1948 1953 1957 1958 


Institute of Life Insurance 


Ohio National Life 
Attains First Billion 


Ohio National Life has attained $1 
billion of insurance in force. In mak- 
ing the announcement, President M. 
Rey Dodson noted that the achieve- 
ment shortly preceded the complete 
mutualization of the company and 
Ohio National’s golden anniversary in 
1960. 














_om Makes Powerful Attack 
On Forand Bill At House Hearing 


acity and will to provide the aged, 
as well as the other segments of the 
population, with a sound and economic 
means of paying health care expenses. 

—These proposals might very well 
promise and impose a tax for benefits, 
which, based on presently available 
facilities, could not be delivered. 

“It is umnecessary for Congress to 
mortgage the future of Americans as 
a free people by enacting legislation 
of this type,” said Mr. Faulkner. “In 
the best interests of us all, we ask 
you to vote against these proposals.” 

Mr. Faulkner criticized the apparent 
premises on which HR 4700 is based. 
One of these is the assumption that 
aged people are for the most part 
unable to meet their health care costs 
because of inadequate income and in- 
sufficient resources. Another assump- 

(CONTINUED ON PAGE 16) 


Ordinary Sales Gain 
15% In June: Total 
Sales Increase 16% 


June ordinary sales were $4,521,- 
000,000, a 15% increase, and ordinary 
sales for the first six months totaled 
$25,033,000,000, a gain of 8%, accord- 
ing to LIAMA. Total life insurance 
sales for the month were $6,097,000,- 
000, a 16% rise, and for the half- 
year period were $33,249,000,000, 
which represents virtually no percent- 
age gain, but a relatively small dollar 
increase of $112 million. 


Group Sales Up 32% 


June group sales were $978 million, 
a 32% boost, and for the first six 
months were $4,717,000,000, a decline 
of 29%. Group figures include only 
newly-established groups and not ad- 
ditions to contracts already in force. 

Industrial sales in June were $598 
million, showing almost no percentage 
change but a dollar volume drop of 
$2 million. Sales of industrial for the 
first six months totaled $3,499,000,- 
000, a 2% rise. 





‘Equitable Centennial 


Week’ Proclaimed By 
New York City Mayor 


NEW YORK—A proclamation by 
Mayor Wagner of New York City, 
proclaiming the week of July 26 as 
“Equitable Centennial Week,” was 
read and presented to James F. Oates 
Jr., president of Equitable Society, 
during ceremonies at Mr. Oates’ of- 
fice. The commissioner of New York’s 
department of commerce and public 
events, Ambassador Richard C. Patter- 
son Jr., represented the mayor at 
presentation ceremonies. 

Mr. Oates also received the Handel 
festival award, which Commissioner 
Patterson gave him in appreciation 
for Equitable’s assistance to the three- 
month-long festival, which took place 
earlier this year. 


Inflation’s Cure Lies 
Within Individuals, 
Slichter Tells Agents 


Northwestern Mutual Annual 
Meeting Is Culmination 
Of Company’s Best Year 


MILWAUKEE—Inflation is the 
product of individual and group be- 
havior; therefore its correction is with- 
in the power of individuals and groups. 
These encouraging words were spoken 
by Donald C. Slichter, president of 
Northwestern Mutual Life, as he 
opened the company’s Assn. of Agents 
annual meeting here Monday. 

Encouraging words, in fact, were 
the general rule as the agents heard 
that investment earnings continue to 
move up; good speed is being made in 
electronic data processing conversion; 
and the just concluded agents’ year 
topped all records in the company’s 
101-year history. Not the least item 
of interest was the arrival on Tuesday 
of the company-owned S. S. Edmund 
Fitzgerald, largest ship on the Great 
Lakes, which was open for inspection 
by one and all. 

Prominent on the program were Ed- 
mund Fitzgerald, board chairman; Ro- 
bert E. Templin, director of agencies; 
and Harold W. Baird, superintendent 





shoes of 


Admiring the symbolic 
Northwestern Mutual’s quarter cen- 
tury club are President Donald C. 


Slichter, right, and Vice-president 
Howard J. Tobin. Both are celebrating 
their silver anniversary with the com- 
pany this month. 


of agencies. Benjamin C. Willis, na- 
tionally-known educator and general 
superintendent of schools in Chicago, 
and Herbert C. Kurth, secretary-treas- 
urer of Kurth Malting Co., Milwaukee, 
were elected to the board of trustees 
on Wednesday. 

Desire and the will to act personally 
and through political institutions can 
cure inflation, Mr. Slichter stated. The’ 
life insurance business, through strong 
advertising by Institute of Life Insur- 
ance, has called the public’s attention - 
to the forces which push prices up- 
ward. Some of these forces are an 
expensive farm support program that 
increases the price of food and cloth- 
ing to everyone; workers in some in- 
dustries who have succeeded in push- 
ing wage rates up faster than man 

(CONTINUED ON PAGE 23) 
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Why Mutual Funds’ ‘Adequate’ Life 


Insurance Will Never Be Adequate 


By ROBERT B. MITCHELL 


NEW YORK—For years the mutual 
funds have been publicly advocating 
the ownership of “adequate life in- 
surance” before buying mutual fund 
shares. Yet in actual practice, ‘‘ade- 
quate life insurance” has pretty much 
meant “whatever the guy happens to 
have.” 

This is not just a matter of mutual 
fund salesmen disregarding orders to 
lay off inadequately insured prospects. 
This inadequate idea of adequacy goes 
right up to the top echelons. One of 


the largest of the monthly pay-in 
contractual plans, First Investors 
Corp., has openly told its salesmen 


that anybody who has life insurance 
equal to two years’ income is a mutual 
fund prospect. And this standard was 
applauded by one of the most re- 
spected and pro-life-insurance mutual 
fund executives in the business! 


Not A Masquerade 


Why do the mutual fund people talk 
one way in public and act the op- 
posite in their selling strategy? Is it 
a conscious, tongue-in-cheek mas- 
querade, appearing to nobly hold back 
the sales pitch in deference to the 
needs of the widows and _ orphans 
while figuratively trampling on them in 
the sales interview? 

It can hardly appear otherwise to 
life insurance people who know how 
rarely a mutual funds salesman backs 
off and suggests instead the purchase 
of more life insurance with the money 
the prospect has available. Yet after 
talking with some of the more 
thoughtful mutual fund executives, I 
believe that it is not only idle but 
unfair to accuse any large number of 
mutual fund people of being con- 
sciously cynical in their attitude to- 
ward ownership of adequate life in- 
surance as a prerequisite to buying 
mutual fund shares. 


Own Ideas Inadequate 


It seems more likely that their cwn 
ideas of life insurance adequacy are 
shockingly meager by the standards 
that life insurance men apply. Many 
of these mutual fund executives have 
substantial life insurance estates— 
but they view them as being far more 
than “adequate.” Yet to a life insur- 
ance man, knowing the hazards to be 
covered, these substantial programs 
-would very likely seem barely ade- 
- quate, and perhaps not even that. 

It must be remembered that a life 
insurance man has usually had a long 
conditioning to the facts of life insur- 
ance. A much-used and often effective 
sales approach is to ask a_ prospect 
to list the very minimum amounts 
that his widow would need, that his 
children would need and that he, if he 
lives, will need. Even after making the 
prospect trim down over-lavish figures 
on the needs side, the answer nearly 
always adds up to a_=e staggering 
amount of life insurance. Yet by the 
prospect’s own admission, it is the 
absolute minimum for adequacy. 

It is this concept of adequacy that 
the mutual fund man won’t go along 
with. First, he realizes that it would 
take so much of the prospect’s income 
that only the extremely well heeled 
would have any money left to put into 


mutual funds. Obviously no business 
man, whether he’s in the mutual 
funds business, the automobile busi- 
ness, the appliance business or the 
housing business, is going to say, “You 
first, my dear Gaston,” to some other 
business on the theory that this other 
business has a product that is more 
essential to the buyer’s welfare. 


Next Line Of Defense 


The mutual fund man’s next line 
of defense is that even if he were to 
withhold his sales pitch until the 
family head bought life insurance 
enough to be adequate by an insur- 
ance man’s standards, this self-efface- 
ment would be futile. If the man 
could have been persuaded to put all 
that money into life insurance, the 
chances are that he’d already have 
done it. If he doesn’t put his spare 


cash into mutual funds, he’ll probably 
put it into a new power-boat, a bigger 
house, a swankier country club—any- 
thing but a savings plan. Whereas if 
he bought mutual funds, at least he’d 
be doing something financially con- 
structive. 


Dislikes Being Singled Out 


“Why pick on us?” is the mutual 
fund man’s complaint against life 
insurance allegations that mutual 
funds take money that should go into 
insurance policies. Why not put the 
blame on all the tangibles that siphon 
off the public’s money? 

What the mutual fund men over- 
look, of course, is that too often 
mutual fund shares are bought as be- 
ing equal to or better than life insur- 
ance as an investment. This is not the 

(CONTINUED ON PAGE 22) 





NALU Officers, Fund 
Raisers Map Plans For 


Headquarters Changes 


WASHINGTON—Detailed plans for 
the forthcoming fund-raising cam- 
paign to cover the costs of making 
extensive inside and outside changes 
and to furnish NALU’s recently-pur- 
chased headquarters building were 
outlined at a meeting of NALU offic- 
ers and committee heads here this 
week. 

Participating in the 
NALU President Oren 
Union Central Life, Indianapolis; 
NALU Vice-president William _ S. 
Hendley Jr., Mutual of New York, Col- 
umbia, S. C.; John C. Donohue, Penn 
Mutual, Baltimore, chairman of the 
fund raising committee; Eber M. 
Spence of Indianapolis, retired vice- 
president of American United Life, 
campaign director; Chester T. Wardell, 
Connecticut Mutual, Peoria, Ill., Ill- 
inois chairman for the campaign; 
Henry A. Kirsh, Aetna Life, Shreve- 
port, La., and Lester O. Schriver, 
NALU managing director. 

Arthur W. Defenderfer, John Han- 
cock, Washington, chairman of the as- 
sociation’s building committee, re- 
ported that architects have completed 
specifications preparatory to obtaining 
contractors’ bids, and indications are 
that work on the building will begin 
prior to Sept. 1. 

In fund-raising planning session, it 
was agreed that the national campaign 
will begin at NALU’s annual conven- 
tion in Philadelphia, Sept. 20-25, 
where a how-to-do-it briefing session 
for fund raisers will be held the after- 
noon of Sept. 23. Goal of the campaign 
is $505,000—$400.000 to cover renova- 
tion of the building and $105,000 for 
equipment and furnishings. 

Presidents of state associations are 
already appointing fund-raising chair- 
men, and they, in turn, will name local 
association chairmen and committees. 
Campaigns at the local level are 
scheduled to start at the first local 
association meetings following NALU’s 
annual convention. 


sessions were 
D. Pritchard, 


Prudential has extended the issue 
age limit of the modified life 5-10 
policy from age 50 to age 55. 


Sen. Metcalf Calls For 
Guaranteed Renewable 
For Life A&S Coverage 


“Somehow we must find a way to 
provide health insurance which is 
guaranteed renewable at a level pre- 
mium for the lifetime of the person 
insured,” Sen. George R. Metcalf of 
Auburn, N. Y., chairman of the Met- 
calf committee said in a review of 
new health insurance laws’ which 
went into effect in New York July 1. 


Leave Unsolved Problems 


These laws, he said, are fine as far 
as they go, but they are only a first 
step. They leave unsolved the prob- 
lem of those people—over a million in 
New York in 1956 and their number 
grows every year—whose health in- 
surance policies are due to expire just 
at a time of life when they need them 
the most. 

Only 14 of some 120 companies li- 
censed to issue individual A&S pol- 
icies in the state have no upper age 
limits. Some set their limits as low as 
age 54, Sen. Metcalf said. 


July 25, 


Mutual Of Omaha J, 
Reopen Enrollment 
For Over 65 Cove; 


Mutual Benefit H.&A. will reops 
enrollment for its senior secur; 
policy during the month of Aug, 
Coverage is hospital-surgical on a ng 
medical basis for a premium of $8: 
a month. There is no maximum 4g 
limit, and policies cannot be cancel}: 
or premiums raised unless similar x 
tion is taken on all the policies in¢ 
fect in an entire state. There is, 
waiting period for accident or sickn; 
originating after the effective date 4 
the policy, while for sickness orig 
nating prior to policy date, benef 
are payable after six months 
there is a like waiting period for x 
cidents occurring prior to policy de 

The coverage offers up to $10 aq 
for as many as 60 days of hospitaliz, 
tion; up to $5 daily for as many 
55 days in a nursing home after fj 
days of hospitalization but not to & 
ceed 50 days of hospital-convalese 
benefits; up to $1,000 for hospital mi 
cellaneous with the insured being 
20% coinsurer after a $100 deductibi 
and there is a schedule for surgic; 
benefits. 

Mutual of Omaha is the first i: 
surer to offer old-age hospital-surg 
cal on a national basis. Enrollme 
during August will be offered in «& 
ery state except Georgia, Texas, Loi 
siana and Oklahoma where polici 
differ. 

The enrollment during August wi 
be solicited by means of a strong a 
vertising campaign beginning in Sw 
day supplement magazines July }} 
However, agent solicitation also wi 
be carried out on a large scale. 


GIs To Get $4 Million 
In Special Dividends 


WASHINGTON—The Veterans Ai 
ministration has announced _ that 
special dividend of $4 million will i 
paid this year to some 85,000 Nation 
Service Life policyholders who car 
the $5 monthly per $1,000 of insurany 
total disability income provision. Pa 
ments start this month to veteraj 
whose total disability rider was i 
force Dec. 31, 1958. 





Results For First Six Months Given 















1959 1958 1959 1958 In Foret 
New Life New Life In Force In Force As 0f 
Ins. Bus. Ins. Bus. Increase Increase 6-30-% 
$ $ $ $ 8 
Acacia Mutual ............cscscsee 100,822,761 85,024,105 45,150,653 34,521,710 —1,735,183,10 
Bankers Life of Ia. .... 245,068,071*  197,319,600* 152,636,606 118,831,563  3,425,290,1% 
Bankers Life of Neb. .......... 60,648,890 62,741,204 34,514,436 40,069,798 640,140, 
Central Life of Ia. ................ 43,108,621; 35,924,462+ 23,562,407 14,227,291 562, 695,58 
Confederation Life Assn. 153,466,000 134,413,999 101,897,175 52,730,414¢ 2,251,510, 
Connecticut Mutual Life .. 286,817,099 255,508,037 181,031,916 163,095,262 — 4,181,900,21 
Equitable Society ................ 1,341,257,230§ 1,673,725,039§ 1,439,666,591§ 1,184,943,085§ 34,808,450,6#! 
Equitable Life of Iowa .... 95,233,840 84,027,685 40,712,595 30,990,306 — 1,678,101,18 
Great Southern Life 75,430,311 60,505,080 44,623,632 26,467,271 — 1,003,521,8 
Great-West Life _...... 336,926,678 237,888,919 247,697,960 153,352,382  3,651,783,1# 
IEA —ssssciksbanaoicnsteanesesscccess 28,155,536 23,886,685 42,892,527 34,324,449 — 1,203,000.% 
John Hancock Mutual ...... 1,433,798,730 1,463,929,667 881,926,649 708,804,689 20,335,056,78 
Home Beneficial Life .......... 108,092,531 103,256,815 31,558,601 17,990,709 819,219 
TE so sistas lastierscegeeripe 96,141,998 85,524,109 41,714,918 23,818,920 1,516,916 
Massachusetts Savings Life 29,769,874 26,192,953 21,278,023 20,559,256 679, 
Nationwide Life... 135,876,937 111,413,452 115,358,000 79,698,000 1,447,547, 
No. Am. L. & C. ....... 81,011,680 96,031,891 45,946,182 59,714,351 908,094 
Occidental of Calif. 826,337,810 701,986,969 507,418,544 342,464,694 8,506,601, 
Protective Life ......... 56,920,513 106,968,216 23,915,527 77,570,317 — 1,059,081,2% 
Provident Mutual .... 140,930,639 127,347,672 77,057,146 72,991,053  2,378,440,04 
Republic National Life 419,520,460** 297,778,522 225,055,503 149,956,146 — 2,177,971, 
Southland Life .......... 62,423,749 59,593,684 24,912,492 18,757,933 — 1,017,122,6! 
Union Labor Life ... 11,623,366++ 13,675.776 —29,003,440 3,475,306 1,014 51618) 
Union Mutual Life .. 55,707,996 106,973,758 31,033,183 89,041,938 962,833, 
Volunteer State Life .............. 43,173,399 3,574,165 34,569,770 —5,982,978 616,382,4 


*Includes $38,555,838 revivals and increases in 1959 and $14,872,662 in 1958. 

+Includes $1,393,788 revivals and increases in 1959 and $1,227,389 in 1958. 

Basis on which insurance pensions included was changed during 1958 to the insurance amo 
in place of cash value at maturity, causing a reduction in the gain figure of over $26 milli 


$Before group reinsurance ceded. 
**Includes $2,520,800 of revivals & increases. 
+iIncludes $82,893,010 revivals and increases 
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*american Health Insurance, like its 
present agencies, is growing on a planned progression 
program. In 13 other states it has built outstanding 
agencies—Ohio is next—and as elsewhere, we expect 
to do a good job and a big one. 


Do you belong in our picture? Your 


-most valuable asset — to yourself and to us — is your 


local reputation. We know, from our background of 
20 years of sound, specialized experience, that people 
like best to do business with a home town business 
man. To be an American Health Agent you must 
fill that bill—with enthusiasm, integrity and 
diligence. 


The company and agent who specialize 
in personal and family insurance serve the public 
best. By specializing, the company can give its 
policy owners better value, better coverage, better 
service. As a specialist, the agent can develop his 
professional skill, with sufficient time devoted to 
administering service. American Health seeks sub- 
stantial volume at a limited, carefully selected 
number of points—where local service can be pro- 
vided thru local agents who serve the company 
faithfully and the public honorably. Only under 
these conditions is the cost of good local service 
justified. 


If you desire a professional career 
in business for yourself, this is a unique 
opportunity. With thorough training, with full com- 
pany support, and with personal application you 
can give the amount and quality of service to find a 
successful and profitable career. Your career will be 
based on satisfied policy holders. 


*American Health sets a pattern— in 
designing its coverages, in establishing its rates, 
in its underwriting methods—that permits the local 


Managing Agent (who is the company in his terri- 
tory) to pay claims on the spot promptly and with- 
out red tape. Any informed agent is fully aware of 
the importance of prompt claim payments to the 
growth of his business. 


If you are the kind of agent we are seek- 
ing, you'll be delighted to find that American 
Health is your kind of company. You'll want to 
learn more about the very special opportunity we 
have to offer now .. . in Ohio. 


“where there's a will there's a way.” 
Write for our booklets, “The American Health 
Story” and “Automatic Progression Program.” A 
sound, secure, profitable career is available to the 
man who has the will . . . for here is a way. Write 
direct to Agency Department, AMERICAN HEALTH 
INSURANCE CORPORATION, 300 St. Paul Place; 
Baltimore 2, Md. 


Our representative will be in Ohio 
in the weeks ahead. Inquire promptly so 
that you may be included in his plans. 


*A specialist 
insurer with 
a reputation 
for integrity. 























The impact of the new life company 
income tax law, particularly in its ef- 
fect on new or small companies as 
contrasted with large companies, is of the tax would have been paid by 
mutual companies, and only $80 mil- 
lion (or 25%) paid by stock compa- 
polis, actuarial and management con- nies. On the other hand, under the 
new law mutual companies will pay 
only 69%, $345 million, of the $501 
million estimated total, whereas stock 
companies will pay 31% or $156 mil- 
lion. Expressed another way, compar- 
ing these two laws, the mutual com- 
panies’ tax increased 44% and the tax 
This compares on stock companies increased 94%. 
Returns and taxes on 1958 operations 
been produced if the stopgap legisla- are due on Sept. 15, 1959, 
tion had been extended, or $500 mil- 
lion if taxation were to be determined and complex. There will be, 
again according to the 1942 law. The 
increase in revenue produced by the 
new law over the stopgap legislation 
. However, the increase is not details. 
uniform for both stock and mutual 


analyzed in a recent news letter issued 
by Howard E. Nyhart Co. of Indiana- 


sultants. The article, 
almost in its entirety, also provides a 
good recapitulation of the act’s pro- 


The new law generally applies to 
and, based on that 
year, will produce an estimated $501 


1958 operations 


with $319 million that would have 
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Impact Of Tax Act On Small Vs 
Large Companies Is Scrutinized 


Of the $319 million that would have 
been paid had the stopgap legislation 
been enacted, $239 million (or 75%) 


which follows 


The new law is extremely detailed 


doubtedly, ambiguous areas in it, and 
a steady stream of rulings is to be ex- 
pected in order to clarify its many 


Companies which qualify under this 
new law are those in which 50% or 











Timetable for Term... 


How long should a Term policy renew? 


How late convert? 


We believe that Term insurance is best 
which renews longest and converts latest. 


Term insurance as today’s option 

on tomorrow's permanent insurance is like 
a property lease with option to buy. 

The option should renew #f the buyer needs 
and convert when he is able. Ours do both. 


Occidental short Term plans renew as 

often as necessary —to policy anniversary 
nearest 64 and convert at amy time — 

to anniversary nearest 65. Thus is solved the 
problem of whether the buyer will need 

to renew and when he will be able to convert. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 








more of the total reserves are reserves 
for life insurance, annuities, and non- 
ecancellable A&S insurance. Guaran- 
teed renewable contracts are consid- 
ered to be the same as non-cancellable 
plans under this act. The reserves 
used in determining whether a com- 
pany meets these requirements are 
only those “required by law.” The 
meaning of this will probably be one 
of the areas open to interpretation. 


Normal Tax Plus Surtax 


The tax to be paid by an insurance 
company which qualifies under the 
above definition is composed of (a) a 
normal tax on the life insurance com- 
pany taxable income, and (b) a sur- 
tax on such income in excess of $25,- 
000. The rates for both these taxes are 
the general corporate rate. In addition 
to this, the corporation will pay a 
capital gains tax equal to 25% of the 
excess of the net long-term capital 
gain over the net short term capital 
loss effective Jan. 1, 1959. 

There are four bases on which the 
tax is computed: Phase I is the com- 
pany’s share of net investment income. 
Phase II is based on one-half of the 
gain from _ operations, otherwise 
known as underwriting gains. Phase 
III touches any distributions to share- 
holders in excess of income already 
taxed under phases I and II, and 
finally, capital gains tax. The latter 
three items are taxed on life insur- 
ance operations for the first time in 
the century. 

In addition, the tax under phase I 
is determined differently from the tax 
computation under stopgap legislation. 
Under this law each company will 
stand entirely on its own experience; 
previously this was not the case. 

Phase I tax is based on the share 

(CONTINUED ON PAGE 21) 





Northwestern Mutual's 
Six Months Report: 
Nothing But Good News 


MILWAUKEE—Northwestern Mu- 
tual Life’s assets reached slightly 
above $3.967 billion on June 30, a 
growth of $167.4 million in the past 
year. Assets included investments of 
$1.43 billion in mortgage loans and 
real estate, compared with $1.33 billion 
at this time last year; and $2.27 billion 
of investments in securities and trans- 
portation equipment, compared with 
$2.22 billion last year. 

In the first half of 1959, Northwest- 
ern made new investments in mort- 
gage loans and real estate of $107.7 
million, compared with $77.6 million 
in the first half of last year. Its new 
investments in securities were $82.3 
million, compared with $55.2 million 
last year. Interest rate being obtained 
on these new investments was at the 
highest level in more than two de- 
cades, 5.39%. 

Sales in the first six months totaled 
$430,977,000, up 21.1% over the same 
period last year. Total income for the 
first six months was $298 million, 
nearly $11 million, or 3.9%, above 
1958. 

The average size of new policies in 
the first six months was $11,105, com- 
pared with $9,938 last year. Dividends 
of $40.2 million to policyholders in the 
first half were $3.5 million, or 9.6%, 
above last year’s first half. 

Total benefits paid to policyholders 
and beneficiaries were $136 million— 
$7.7 million, or 6%, over last year. In- 
surance in force reached $9,616,109,000 
on June 30, topping the 1958 figure 
for that date by $509 million, or 5.6%. 
The average size of all policies in 
force is now $5,845, compared with 
the $5,602 for last year. 
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1960 MDRT Dates |" 
Follov 

Will Be May 19-23 fers 
I e ay jnsuranc 
Dates for the 1960 annual meetipgas TePO 
have been advanced two days s0 a dissuadit 
to follow more closely the arrival dagwhich b 
members and their families wil] pgeesolutio 
traveling. group cI 


The meeting will open Thursdaygpose fro 
May 19 and run through Mondagrower 
May 23, at the Hawaiian Village Hotagthe ban! 
Waikiki Beach, near Honolulu. Where 


The 1960 MDRT  chairman-elec§insuranc 
Robert S. Albritton, Provident Mutuafigistorted 
Life, Los Angeles, said that all whiitnat ban 
plan to attend, including those whilin substa 
believe they have even an _ outsii-ations t 
chance of qualifying, should put ifjoans, an 
their transportation reservation re& where 
quests at once. An added reason fudged u 
being forehanded is that Hawaii’s nev .ther gr 
statehood status is expected to adj following 
considerably to the tourist traffic anj bank’s gt 
put additional demands on travel an where: 
hotel facilities. is not in 
gagor be¢ 


‘ ; 1. The 
While family members or guests ar less than 


not permitted at the Hawaiian Villag term inst 
Hotel during the meeting, provising » The 
has been made for housing them z own bene 


Provision For Families 


the Royal Hawaiian or other Honolul; 3. The. 
hotels. _ insurance 
Except for members residing ; 4, The 


Honolulu, all members attending th mium me 
meeting will live at the Hawaiia cost meth 
Village Hotel. 5. The 
All transportation reservation re disability 
quests, whether for steamer or ait 6. The 
line, should be made through th teed: 
MDRT travel office, c/o the E. Ff 7 the 
McDonald Travel Co., 36 South Ws. led witho 
bash Avenue, Chicago 3, III. mortgagor 
The Round Table will soon dis. 8. The 
tribute to members and to those wh advice an 
request it a brochure telling abou life under 
travel accommodations and numero 9. The 
tour options that will be available ti cept the it 
those making the trip. 
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° Following is the text of a resolution 
lacopted by the Syracuse Life Under- 
writers Assn. on group creditor life 
insurance on mortgages. The resolution, 
; reported in The National Under- 
writer for June 13, was successful in 
icpading a leading Syracuse bank, 
‘Bwhich had seemed likely to buy the 
Bplan, from going ahead with it. The 
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esolution details the arguments against 


Beroup creditor insurance for this pur- 


» from the standpoint of the bor- 


Whereas, Several of the larger life 
insurance companies recently have 


dE distorted group creditors’ insurance so 


that banks now can sell life insurance 
in substantial enough amounts and du- 


idMrations to cover long term mortgage 
if loans, and : 


Whereas, In spite of the acknowl- 


Weedged unsoundness of this practice, 


cther group writing companies are 


following suit in order not to lose the 
iBbank’s group insurance account, and 


Whereas, This type of life insurance 
is not in the best interest of the mort- 
gagor because: 

1. The cost to the mortgagor is no 
les than personally owned decreasing 
term insurance; 

2. The mortgagor cannot select his 
own beneficiary; 

3. The mortgagor cannot convert this 
insurance to regular ordinary life; 

4, The mortgagor must pay the pre- 
mium monthly, which is the highest 
cost method; 

5. The mortgagor cannot obtain the 
disability waiver of premium benefit; 

6. The premium rate is not guaran- 
teed; 

7. The life insurance may be cancel- 
led without the consent of the insured 
mortgagor; 

8. The mortgagor is deprived of the 
advice and counsel of the professional 
life underwriter; 

9, The mortgagor is obliged to ac- 
cept the insurance as part of the mort- 
gage transaction, and he cannot change 
or terminate it at will; 

10. The mortgagor may be encour- 
aged by lack of thorough understanding 
to terminate existing personally owned 
life insurance; and 

Whereas, This type of insurance is 
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not in the best interests of the life in- 
surance business as a whole because: 

1. By waiving the usual medical 
examination for insurance covering 
such substantial amounts and long pe- 
tiods, it promotes selection against the 
other policyholders; 

2. It will contribute to inflationary 
trends by removing the element of 
thrift from the purchase of life insur- 
ance; 

3. It will encourage the termination 
of in-force, cash-value life insurance; 
4 It will deprive the buyer of profes- 
sional advice regarding his insurance 
matters; 

5. It will remove from the regular 
life insurance market a large area of 
sles which can better be served by 
tained professional life underwriters; 

6. It violates the basic concept of 
up insurance which was to provide 
Mitimum benefits for persons unable 
provide for themselves, with an 
‘mployer sharing the costs and absorb- 
Ig the year to year cost fluctuations, 


Furthermore, this type of insurance 


got in the best interests of the bank- 


Ig business because: 


lm |. There was social justification in 


ing the rules to cover small loans 
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Text Of Resolution That Unsold 
Bank On Group Mortgage Policy 


because such borrowers seldom carry 
more than nominal insurance and its 
cost is small in relation to the 1% a 
month interest charges. There is no 
social justification or business need to 
extend this violation of basic ruies of 
group insurance to mortgage insurance 
buyers already best served by the in- 
dividual trained life uncterwriter; 

2. It places upon banks the responsi- 
bility now assumed by the trained life 
underwriter of advising the mortgagor 
about his personal life insurance mat- 
ters; 

3. It places upon banks the responsi- 
bility of selling to the buyer a com- 
pulsory plan of life insurance which 
does not possess the many advantages 
of personally owned life insurance; 

4. Since the cost is comparable to 
medically examined decreasing term 





Government Employes 
Group Plan Benefits Over 
$281 Million Since 1954 


More than $281 million have been 
paid in living and death benefits un- 
der the federal employes group life 
insurance program since it became 
effective in 1954, according to the Civ- 
il Service Commission. 

By June 30, 53,236 death claims 
totaling $ 262,188,225 were paid to 
beneficiaries. Accidental death and 
loss of limb or eyesight benefits 
amounted to $19,005,737. During fiscal 
1959, death claims numbered 13,331 
and amounted to $68,146,815, while 
accidental death and dismemberment 
awards in 868 cases totaled $4,527,345. 

Insurance in force totals some $12 
billion and covers more than 2.2 mil- 
lion employes and retired workers. 


Lincoln National's Top 
Agents Meet In Canada 


A cruise on the St. Lawrence and 
Saguenay Rivers were side attractions 
to the two-day sales conference of the 
President’s Club of Lincoln National 
Life at Manoir Richelieu, Murray Bay, 
Que. The meeting was attended by 
110 agents and theirwives. 

A panel of agents discussed out- 
standing sales ideas with Henry W. 
Persons, vice-president of agencies, 
serving as moderator. Panel members 
were J. M. Barker, Birmingham; 
Philip Sitrick, Davenport, Ia.; N. Doye 
Ford, Anaheim, Calif.; and S. Morris 
Abramowitz, Baltimore. 

Two panel discussions were con- 
ducted covering various topics of 
advanced underwriting. Panelists were 
John O’Connell, St. Petersburg, Fla., 
I. L. Roselman, St. Louis; DeLoy Mc- 
Mullin, Ogden, Utah; W. H. Fahr- 
meier, Baltimore; Manuel Blum, Hous- 
ton; George Griscom, Detroit, Ivan S. 
Phillips, Beverly Hills, Calif.; and T. 
S. Goodman, Cleveland. R. L. Phillips, 
agent at Fort Wayne, and Jack E. 
Rawles, 2nd vice-president, served as 
moderators. 

Dr. W. H. Scoins, chief medical di- 
rector, spoke at the ladies breakfast, 
and Walter O. Menge, president ad- 
dressed the banquet. 


House Passes D. C. Act Amendment 

WASHINGTON—The House has 
passed a bill amending the District of 
Columbia life insurance act which 
permits domestic life companies to 
lend up to 75% of value on real 
estate mortgages. 


insurance, well informed and insurable 
mortgagors wiit transfer their bank 
insurance to the more flexible and val- 
uable individual policies. The resulting 
increased proportion of impaired risks 
in the group will mean higher claim 
costs and premium rates. Either the 
banks must absorb these unplanned 
premium increases or risk customer ill- 
will, therefore 

Be it resolved, that the Life Under- 
writers Assn. of Syracuse, Inc., record 
its opposition to the offer and sale of 
mortgage insurance on the fictitious 
“group creditor’ basis, and urge the 
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various banks to promote the soundness 
of mortgagors covering their home 
loans with individually tailored person- 
al life insurance, and 

Be it further resolved, that this reso- 
lution be brought to the attention of the 
superintendent of insurance and the 
superintendent of banks for the state 
of New York, the insurance companies 
licensed in New York, the various 
banks in this area, the state senators 
and assemblymen who represent us, 
and any other interested parties who 
may be designated by the board of 
directors. 
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° One of the Nation’s bil- 
* lion-dollar companies, 
. offering complete life in- 


surance service in seven 
states — from the Great 
Lakes to the Gulf Coast. 


HOME OFFICE: 


Commonwealth Building 
: Louisville 


The Tallest, Finest Office 
Building in Kentucky 





information 
inspiration 








. ; Field Report Category Sales Reported 
motivation 5A Sole Proprietorship $ 32,000 i 
8A Partnership 47,000 i 
10A —- Corporation 165,500 t 
13A Key Man & Other Uses —_ 60,000 3 
21A Estate Protection 149,000 
TOTAL $453,500 is 
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Look at the sales reported by just one 
student, who had been in business only 
9 months when he started the course, dur- 
ing the 8-month period he was taking the 
R&R 


TAX AND BUSINESS INSURANCE COURSE 
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If you, too, are interested in learning how 
to make sales like these, write us today 
for descriptive literature about our j ¢ 
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Lake City. Mr. Horrocks 


Salt Lake City Deseret News. 


winner of the “How Inflation Has 


Hurt Me” contest sponsored by the 


Inflation hurts most where it cuts 
deepest! The real hurt is inflation’s 
effect upon our attitudes and basic 


Beneficial Lite Agent's Award-Winning Letter 
Tells How Inflationary Mind Scofts, Dooms Thrift ¥s 2 nice home and a good standard 


The following is a reprint of an beliefs. Age-old virtues 
award-winning letter by Jay B. Hor- 
rocks, Beneficial Life agent at Salt 
was the ly shaken. 

My wife and I have carefully saved 
since we were married nine years ago. spect? No! Our friends have scoffed at 
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spending less than we made, we could 
accumulate money that would provide 


of living, our children could be edu- 


are being cated to professional levels, and we 
proved questionable. My faith in the could afford to be generous to those 
doctrine of self government is severe- less fortunate. Retirement has been 


planned in terms of today’s dollar. 
Has this way of life earned us re- 


Our car is an old one, our clothing is our sacrifice and, to this point, have 
modest. My insurance program is per- proved us wrong. The savings that 


manent and adequate, of which I am were to have built our home three 
proud. We have believed that through years ago are still inadequate. Our 


adhering to sound financial principles, friends say to borrow all we can and 











that financial 
“rainy day” 
can’t bother 
the kansas 
city life 
KEY MAN 





KANSAS CITY LIFE INSURANCE COMPANY 


Home Office / Broadway at Armour / Kansas City, Missouri 


GOOD life insurance agents are 
in this business because they 
like the independence it 


affords them. 


These are the people who 


believe in themselves strongly 


enough to “go into business for 
themselves” and make their 
own decisions on how to best 
plan their own financial 


futures. 


Any good planner_looks 

forward to the time when 

financial “Rainy Days” can’t 

bother him. For most men this 
doesn't come until after 

retirement. However, the 

Kansas City Life KEY MAN doesn’t } 


have to wait tor retirement. 


Through our Persistency 
Renewal Commission Plan the 
Kansas City Life KEY MAN 
has the opportunity to enjoy 


“Retirement Pay” before 
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let inflation pay off the bill. We've ¢ 
fended ourselves by quoting Bene. 
min Franklin, our church leaders, g Five 
others who have said thrift is a virt, 
Our friends retort, “Because of inf S 
tion, it is safer to speculate than To 
save.” It seems almost the truth. a 
My father has a favorite sayj The - 
“My word is as good as my bon pects > 
“Bond” has always meant respq discussed 
sureness, and safety to me. Nope! 28°” 




























































Uncle Sam is paying off his bop; peg 
with depreciated dollars. Inflation ¢ — : 


grades both bonds and Uncle Sam, : ) 

Our thoughts suggest that tomorng Vice-PPS 
values may be restored. Again gut that 
friends point out the campaign proj employe | 
ises made in the last election, yp 29% of 4 
lions and billions roll off their tongy date ths 
as glibly as though they were talk “OU .° 
about grains of sand at the seashoj OMe of 
Reason tells us this doesn’t curb j sales and 


flation. pol 
e 
Plight Is Pitiful yee 


The plight of the pensioned is pi where W 
ful. Their S-O-$ (Save Our Dollang opportun 
is desperate. They mind not so mug Panel 
the reduced living standards as gp Bates, Li 
loss of self respect that accompanist Jt Bost 
a dole. Increased social security beng lotte, N: 
fits, which weren’t paid for by the pg phia, ant 
cipients, are a government dole forge all of w! 
to be paid by that devil inflation, Th tively }} 
dole does have a terrible price in typ ating SU 
misery of our oldsters, the confusig§ business 
of our family heads, and the “som tate plar 
thing for nothing” attitude it is bree} How Age 
ing in our younger generation. 


This country grew strong in an z How < 
mosphere that valued and rewarded advancec 
individual initiative, sacrifice, ap 2&te*™© 

insurance 


foresight. . 

My wife and I don’t ask for synf ally 4! 
pathy. We’re strong and healthy. 4 2% the ; 
don’t mind working extra hard for 4's Suilty 


cause we believe in. We'll glad; plicated. 
tighten our belts, and widows and al This 7 
people will too, just as they did afte training 
Pearl Harbor to protect our way ( advancec 
life against an insidious enemy. = ¥ 
Inflation is not prosperity. Inflatio: that aln 
is too heavy a tax to pay for nev based ; 
roads, wheat stockpiles, and trips t ideas, tl 
the moon. Get this monster “inflation much ” 
off our backs. into bu 
planning 

ans complica 

Little Rock Agents Honor | »=™e's 


Quality Award Qualifiers | or about 


Little Rock Life Underwriters Asap °msistin 
honored 31 of its members who quali life inswi 
fied for the National Quality Awar An ag 
at a luncheon at the Lafayette Hote any of si 
Awards were presented by Gim he has h 
Swayer, assistant commissioner «f PUSiness 
Arkansas, and Frank Whitbeck, pres: how a 
dent of Pioneer Western Life, wh problem: 
was also speaker. Chairman of the far mort 
luncheon was Homer Bailey, Pionee acl knov 
Western, NQA chairman. policy fc 


Exceeds President's Month Quota 

The field force of North America LIFE 
L.&C. topped the president’s month 
quota of $560,000 in new life and 


A&S premiums by 12% in June. | | *verl | 
desirable 


am) | Directors 
least eig 


H&A alg 
INSURANCE CHARTER |||... 


small co) 


WANTED tience ar 


Prefer company qualified in Illinois, Indi- pa 


ana and Ohio. Will pay top price with Orff | and Cas 














without business. Principals only. of the c 
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Write Box H-63, c/o The National | 
Underwriter Co., 175 W. Jackson Blvd, FE 
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Five Conn. Mutual 


LIFE INSURANCE EDITION 


GAs Tell How 


To Start In Advanced Selling 


The how, who, what and why as- 
ts of advanced sales work were 
discussed by a five-man panel of gen- 
eral agents at the recent agents’ con- 
vention of Connecticut Mutual 


% Life at Banff, Canada. 


The moderator, Assistant Agency 
Vice-president E. A. Starr, pointed 
out that business life insurance and 
employe plans alone are accounting for 
299% of the company’s new business to 


¥ date this year. 


“Our objective is not to encourage 
some of you to give up your present 
sales and prospecting procedures,” he 
said, “but rather to encourage you to 
supplement present methods with ad- 
ditional activity in advanced sales 
where we believe lies your greatest 
opportunity for growth.” | 

Panel members were Edward B. 
Bates, Los Angeles, Winslow S. Cobb 
Jr., Boston, Philip F. Howerton, Char- 
lotte, N.C., Norris Maffett, Philadel- 
phia, and P. L. Bealy Smith, Atlanta, 
all of whose agencies include a rela- 
tively high percentage of men _ oper- 
ating successfully in the fields of 
business insurance, employe plans, es- 
tate planning, tax sales, and the like. 


How Agent Gets Started 


How does an agent get started in 
advanced sales? There was general 
agreement that most tax and business 
insurance sales are, or should be, bas- 
ically quite simple; more often than 
not, the agent rather than the prospect 
is guilty when cases become overcom- 
plicated. 

This is not to say that education or 
training specifically slanted toward 
advanced sales is unnecessary. How- 
ever, when he clearly understands 
that almost all advanced sales are 
based on relatively uncomplicated 
ideas, the individual agent finds it 
much easier to make his first plunge 
into business insurance and_ estate 
planning. Certainly there’s nothing 
complicated about what happens to a 
partnership when one partner dies 
without adequate insurance coverage, 
or about what can happen to an estate 
consisting of non-liquid assets without 
life insurance. 

An agent gets into advanced sales in 
any of several ways. It is easiest when 
he has had some prior experience with 
business and tax problems. Knowing 
how a business functions and the 
problems inherent in a business are 
far more important than any techni- 
acl knowledge of insurance coverages, 
policy forms or tax matters. 





SOUTHWEST 
LIFE AGENCY DIRECTORS 
$18,500 - $15,000 


Several of our company clients, housed in 
desirable southwestern states require Agency 
Directors. Prior Home Office experience (at 
least eight years) necessary. Age range 35- 
50. Present residence in Southwest not man- 
datory. However, companies prefer men that 
have some tangible knowledge of southwest, 
% prior residency. Background acquired with 
small company helpful. Some A. & H. expe- 
Tience an asset. 
CONFIDENTIAL HANDLING ALL INQUIRIES. 
ery extensive selection of Life-A. & H. Fire 
md Casualty positions available, all areas 
the country. A postal card will bring, 
HOW WE OPERATE no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 











330 S. Wells St. 
a 


Chicago 6, Il. 








Or an agent may drift into ad- 
vanced sales as a logical upward step 
from simple programing. Or he may 
deliberately seek prospects for one pet 
idea, such as key-man coverage. In 
either case, if he is at all alert, as he 
comes into contact with more wealthy 
people and more successful business 
men, he will discover many additional 


opportunities for advanced sales. 

The biggest problem in getting 
agents started in advanced sales is 
their fear, or lack of confidence, that 
they can’t handle business and tax 
cases. The obvious answer is educa- 
tion. Company courses give the funda- 
mentals, as do LUTC and, of course, 
CLU. Various commercial services are 
excellent supplements. 

Once the initial plunge is taken— 
and it can be taken long before a man 
becomes an expert—additional knowl- 
edge comes with experience in han- 
dling different types of cases as they 
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arise. At first, an agent should wel- 
come joint work with an experienced 
agent on a. split-commission basis. 
There’s a lot of sense in the old rule 
that half of something is better than 
all of nothing. 


Situations Should Be Sought 


Who are agents going to sell? Many 
agents make the mistake of worrying 
about solutions when they should be 
looking for situations. They don’t call 
on enough prospects for, say, business 
insurance to give the law of averages 

(CONTINUED ON PAGE 20) 
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MONY ads — pretested for sales appeal! 
These dramatic, full-page messages on Mort- 
gage Protection have been tested in advance, 
to make sure they’re sales winners! They run 
in Life, Look, Reader’s Digest, Time, News- 
week. And their readership is heavily concen- 
trated among home owners in the middle and 
upper income brackets—your best prospects! 
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urance Company Of New York, New York, N.Y. 
Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, 
MONY TODAY MEANS MONEY TOMORROW! 


ONY.’ MONEY. 
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FREE SELLING TOOLS FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me 
two Mortgage Protection folders. 





MON for brokers...and their clients [&=--Mo, 
| 





Special MONY broker material—yours free! 
MONY’s “Blessing Now... Burden Later’’ fold- 
er helps you sell MONY Mortgage Protection. 
It explains how MONY Mortgage Protection 
can save a widow thousands of dollars in mort- 
gage interest. MONY’s “It’s In Your Hands” 
folder is a sales aid with detachable business 
reply card. Get your MONY material now! 
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free copies of MONY’s 
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Address, 
County 
City. or Zone. State. 
Brokerage name. 
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FieNATIONAL UNDERWRITER 


Mr. Smith has been in the training 
division at Greenville, S.C. 


Home Office Changes 


Mr. Tucker’s place on the executive 
committee. Mr. Ryan has been a di- 


South Coast Life 


Marden Miller has been elected 
executive vice-president, agency di- 


Bankers National Life 
Everett G. 


Thomas W. Cullen, president of . e rector and a _ director. 
7 = rector since 1955. ; . 
Beneficial Corp., Wilmington, has s Brown Jr. becomes vice-president 
been named a director to fill the ° . and actuary. 
Pilot Life Miller has been 


Since 1953, Mr. 
vice-president and secretary of South 
Coast Life and a member of the fi- 
nance committee. 

Mr. Brown is the son of Everett 
G. Brown Sr., vice-president and ac- 


vacancy created by the recent death 


of Roy E. Tucker. Mr. Cullen holds Joseph F. Smith Jr. has been 


named agency assistant in the com- 
bination division to succeed Thomas 
H. Warth, who has transferred to 
Asheville, N.C., as district manager. 


a8 STRIKE IT RICH! 


You can “Roll a Strike’ every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages — because your agents make 
money and you make money with: 


policy No. 1 issued by Bankers Na- 
tional in 1927. 

Harold Ryan, vice-president of New 
Jersey Bell Telephone Co., will take 




















jr, Commissions on Leading Par and Non-par Policy Contracts. 
Vested Renewals. 

dice. Lifetime Compensation in Service Fees. 

| Non-Contributory Pension Plan. 


Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 





Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


Well-balanced General \ 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 










MUTUAL’S 


Agent’s Contract 
Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


COLUMBUS MUTUAL 
Life Insurance Company 


Wie Columbus 16, Ohio 
Frederick E. Jones, President Fred C. Adams, Sup't. of Agents 
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tuary of Southwestern Life. 
Brown has had experience in the a 
tuarial field for 19 years. 


jalist @ 
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Forrest Gregory, formerly vic 
president and agency director, has a A. D. 
sumed the duties of manager of tf; pillin 
Houston agency, largest produciy been writ 
agency of South Coast Life. 

Indianapolis Life Frat 
Edward J. Byjganamed < 
denbaum, associjgggmotion | 





actuary, has bemassistant 
promoted to act 
ary. He has be 
with  Indianapgi 
Life since 19 
Joining the comp; 
ny as research a 
tuary is Robert y 
Lawrence, forme 
ly an actuary 
of Commonweal 
Life. John F. Wig 















E. J. Buddenbaum 



















man, assiste 
secretary, has been promoted to mg, 
ager of policyholder service. He helt Francis X. 
been with the company since 19 
Robert F. Glover, manager of accounf Callahan 
ing division since 1958, has been prof the s 


a copyW: 
Concurre 
also in | 
fit’s Gui 
Weil, a 
manager 
Chicago 
life busir 


moted to controller. 


Pacific Mutual 


John D. Rockafellow has _ beg 
named director of underwriting fo. 
lowing the merger of the underwri 
ing and policy issue department 
Jerome V. Malone becomes assistan! 
manager of the underwriting depar. 
ment and Bruce Weatherhead chi: 


life insurance underwriter. Donal¢ 
Mr. Rockafellow has been with?@"Y 2S 
been as: 


Pacific Mutual since 1946 and ha 
been manager of the underwritix 
department for eight years. 

Geoffrey Tyson and Richard I 
Heiman have been promoted to a 
sistant secretaries of the group de 
partment, and Harry O. Miller be 
cames supervisor of pension unde- 
writing, Arthur L. Addie supervisu 
in the group underwriting division 
and Myrtle L. Betts supervisor ¢ 
mathematics in the group actuarid 
division. 

Mr. Tyson joined Pacific Mutual it 
1956 as an administrative assistan 
and in 1957 was named _ superinten- 
dent of group insurance administr- 
tion. Mr. Heiman began with th 
company in 1952, was named an a 
sistant supervisor in 1954, supervisor 
in 1955 and superintendent in 1951, 


vice-pres 
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Mutual Of New York 


Appointed to the home office sale 
staff for managerial training are: 
Russell E. Campbell, recruiting 
specialist at Denver. He joined Mu N 
tual there in 1949 and became 3- 
sistant manager in 1953. He is a CLU. 
Evans M. Jacobson, who has beet 
in insurance since 1948, with Mutua 
Savings Life and Mutual Life. 
William M. Larash, training spe 


Duane 
executive 
ecutive v 
agencies « 
years an 
and direc 
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¢ INSURANCE FILING SYSTEMS, 
¢ OUR SPECIALTY SINCE 1919: 


@We were the originators of Two-Way ond@ 
$ Three-Way Tang Folders, made especially 
efor Application permanent record files. Wee 
®also have Transparent Policy Jackets. Sam 
eples of folders and jackets with price lists 
®sent on request. ; 
H. B. McClure Mfg. Co. : 
2302 West Glen Ave. : 
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Peoria, Illinois 


We sell direct to Insurance Companies 
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LIFE INSURANCE EDITION 


25, 19M uy 25. 1959 
Life. M@jalist at the home office since last UNION TRUST LFE has appointed 
in the affear. He entered the Baltimore agen- Richard Hansen assistant secretary. 
y as an agent in 1954 and was pro- He has been controller and 2nd vice- 
rly Vig imoted to assistant manager in 1956. president and will continue as con- 
r, has af aD. Pontrelli, assistant manager troller. 
er of tl. Billings, Mont., since 1957. He has 
r in Hh : COASTAL STATES LIFE has ap- 
prodig been with Mutaes since T06R, pointed Peyton Lingle vice-president 
United States Life and agency director of the ordinary 
: department to succeed Thomas A. 
> Francis X. Callahan has been Dechman, who has resigned. Mr. 
1 J. Byganamed assistant director of sales pro- Lingle has been with Coastal States 












motion and Marvin J. Weil becomes 


associaj : ee 
assistant director of training. Mr. 
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Marvin J. 


Weil 


Francis X. Callahan 


Callahan has been associate editor 
of the sales promotion magazine and 
a copywriter for Mutual Benefit Life. 
Concurrent with that position, he was 
also in life sales with Mutual Bene- 
fits Guibord agency at Newark. Mr. 
Weil, a CLU, has been brokerage 
manager of Mutual of New York at 
Chicago since 1957. He entered the 
life business in 1950. 
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Investors Syndicate 
ad chie! 


Donald Lynch has joined the com- 
pany as chief underwriter. He has 
been assistant to the underwriting 
vice-president of State Farm Life fol- 
lowing service with that company as 
chief underwriter at Philadelphia. 


en with 
and ha 
erwritin 


hard 

d to a - ‘ 

-oup &f Life Of North America 

iller bef John E. Lord has been elected life 
; under. comptroller. He has been manager 
Apervisi§ of the accounting department of New 


Aivision, 
visor 4 
actuaria 


England Life, and before that was 
with Security-Connecticut compa- 
nies and assisted in establishing Se- 
curity-Connecticut Life. 

Tutual in 
assistant 
derinten- 
ninistra- 
vith the 
1 an a 
1pervisor 
in 1951. 
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Life & Casualty 


E. S. Kersten has been named as- 
sistant director of public relations. 
For the past four years he has been 
director of sales promotion of State 
Reserve Life. 


Security Mutual Of N.Y. 


Keith J. Burr has resigned as direc- 
tor of training. His future plans have 
not been formulated. 


National Old Line 

Duane E. Kuntz has been named 
executive vice-president. He was ex- 
ecutive vice-president and director of 
agencies of Oil Industries Life for four 
years and before that was manager 
and director of agencies of Country 
Life of Chicago. 
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SOUTHERN HERITAGE LIFE has 

named Richard L. Dodson, Louisiana 
tegional director at Shreveport since 
last September, to the newly-created 
Position of agency director. He also 
a been general agent of Guardian 
Life at Shreveport and before that 
was with American General Life. 


SEABOARD LIFE has appointed Jo - 
sph A. Mayo as vice-president. He has 
been regional group executive for the 
stern territory of Mutual of Omaha, 
a Benefit Life and Companion 

e, 


Co. 


anies @ 
pecet 





since January and before that was 
vice-president and agency director of 
Southern Life of Georgia. 


INTERSTATE LIFE of Houston has 
appointed Ralph H. Tureaud agency 
Life of Chicago. 





Equitable Society Sales Campaign 


Is Part Of Centennial Celebration 
Equitable Society, which celebrates 
its 100th anniversary on July 26, has 
launched a “Salute to the Centennial” 
sales campaign, which runs_ from 
July 1 to Aug. 7. In many instances, 
the sales effort is being integrated 
with local centennial campaigns which 
Equitable managers throughout the 
United States have already arranged. 


Add Capital To Mich. 


Credit Union Insurer 


Working capital of Michigan Credit 
Union League’s company, now known 
as League Life, has been increased 
from $300,000 to $350,000 through sale 
of additional stock. The company, 
formerly First National Life of Detroit, 
was acquired last January, chiefly to 
furnish member credit unions with 
facilities for writing credit life and 
life savings lines. Regular business, 
obtained through agents, is being con- 
tinued, however. 


AAL Reaches $1.5 Billion 
During Second Quarter 


Aid Assn. for Lutherans reached 
$1.5 billion of in force business during 
the second quarter. June set a com- 
pany record for one month’s produc- 
tion. Paid-for business during the first 
six months was $109,518,412. This 
was 12% ahead of the same period 
last year. AAL is now licensed in 43 
states, District of Columbia and five 
Canadian provinces. 


Workers Pension Holdings 
Estimated At $16 Billion 


Some $16 billion in workers pension 
funds are invested in corporate bonds 
and stocks, according to an article 
appearing in the July issue of Indus- 
trial Bulletin, the New York state 
labor department magazine. The ar- 
ticle, ‘““Labor’s Money in Wall Street,” 
also estimated that pension-plan re- 
serves probably total more than $40 
billion. 

About 30% of today’s labor force, 
not including government employes 
and agricultural workers, have pen- 
sion plans. Pension funds are buying 
about $1 billion more in stocks and 
bonds yearly. 

The article predicted that by 1965 
self-insured pension funds alone will 
own about $20 billion in common 
stocks. 


Mass. Indemnity Raises Limits 
Massachusetts Indemnity & Life 
has increased its limit on all loss-of- 
time coverage for male risks from 
$400 to $500 of monthly income. The : 
limit on female risks is unchanged. 





















Trained and Equipped 


scribe properly 


he. 


The 


The Lincoln Life man is trained to pre- 


insurance needs. And he’s equipped to fill 


his insurance prescription, whatever it may 


Lincoln Life’s thorough sales training 
courses combined with the Company’s ex- 
tremely broad range of Life, Group, and 
Accident and Sickness plans provide more 
reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


for his clients’ personal 


Fort Wayne, Indiana 
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Who NON-PARTICIPATING Changes In The Field 


PARTICIPATING 










John Hancock McCormick, New York, and Jack } 










ae NN[DY-V:40) Simonton. Baltimore. James A. Faj 
Pe “ pesca child becomes assistant district gro 
Py SUB-STANDARD cn at cg manager at Detroit. 
; y ig ll = B Named assistant district group pe 
il eS ORDiNAR pointed Pesce © .~ - sion managers are Alden E. Carl 
SPECIAL aeent at Tulen to | eet at Hartford and David F. McCa 


succeed the late J. >. re 
Lester Sharp, who Pilot Life 





died July 3. Mr. 
ACCIDENT AND Danner io CLU, “ Thomas H. Warth, agency assist; 
SICKNESS: began ‘Sie coe in the combination division, has } 
us 4s a Join Hancock promoted to district manager | 
DISABILITY INCOME agent at Oklahoma Asheville, N.C. He joined Pilot 


City in 1949. He at Kings Mountain, N.C., in 1947 











GUARANTEED RENEWABLE ak ts hemse John S. Danner became superintendent at Statesyij 
HOSPITALIZATION office staff as field assistant in 1956. in 1948. In 1954 he was promoted; ‘ 
DENT the training division. Don C. 
NON-CANCELLABLE ACCI Connecticut General ; as pointed 
Ol and SICKNESS Appointed group managers. are California Life E. Parry 
MAJOR MEDICAL Bruce C. Adams, Garden City, N.Y.; Richard C. Boyna has joined the nemkerage |} 


Richard F. Helm, Denver, and War- Chicago regional office as _ claiggwith Pr 
ren H. Murphy, New Orleans. Named manager. He started in insurance ; 

fe} fo] 8] assistant group managers are A. Ger- 1952 in the claims department at ti Oc 
ald Maas, Davenport, Ia.; David W. home office of Continental Casual Willian 
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COMPLETE REINSURANCE ‘ 
Our New Western Office... 


SERVICES . 
to Better Serve Life Companies 4 
in the 13 Western States 











North American Re’s “In Person” service to life insurance 
companies takes on new coast-to-coast meaning with the 
opening of our western regional office. Now, for the 
first time, one of our experienced executives is located in Thomas | 
In UFE, San Francisco to assist in solving the many reinsurance prob- ae et 
Oe ae lems of life companies in the great West. entered 1 


s - : tan Life 
We are pleased to welcome Assistant Vice President and afte 


Herbert B. Marsh to his new post as manager of this office. group d 
Herb is a westerner with a thorough knowledge Tae 
of the operating problems of western life companies, Philadelp 
and brings to his new position a strong background in manager 
sales and administration. His availability in San Francisco lg 
spells more frequent, helpful contact with our clients... life insur 
assures greater continuity and faster, more economical He was a 
handling over the entire range of reinsurance services 7 
provided by North American Re to its hundreds of client 


companies the nation over. 







you can easily check for yourself 


Appoin 
opened 
Hummel, 





Today is a good time to investigate the exclusive 
Our thanks to the growing number of life company clients 
ACCIDENT and SICKNESS OPPORTUNITIES who have made shane expanded services and this new 
} western facility possible. We cordially invite you to visit 
Be Mr. Marsh at our new location, 490 Montgomery Street, 
“CONTACT ALLEN CURETON, or call him at EXbrook 7-5294. 
ASST. VICE PRESIDENT AND 


DIRECTOR OF A. & S. AGENCIES 





WITH THE GO COMPANY 














NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


REPUBLIC NATIONAL LIFE 4 ¢ ; se I. 


1509 Main Street, Dallas 1, Texas 












400 Montgomery St., San Francisco 4, Calif. 


Le Sy, te) 
MAW MCCE Chey Reinsurance Exclusively 


DALLAS, TEXAS LIFE e ACCIDENT & SICKNESS e GROUP 









NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII, 
AND PUERTO RICO. 
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pnd later was with Joseph K. Dennis 
o, in Chicago in charge of under- 
riting and claims. More recently he 
as been manager of the dairy unit 









Wdivision of Central Standard Life. 




























Occidental Of California 
Don C. Welter 
has been appointed 


general agent at 
Topeka. He was 
with Meade Ins. 


Co. of Topeka from 
1952 to 1955, and 
since that time 

















has represented 
Prudential there. 
Melvin F. 
Wiltsch, assistant 
brokerage manager 
at St. Louis since 
1958,has been ap- 
pointed assistant manager there. Robert 
E. Parry will succeed him in the bro- 





Don C. Welter 









wikerage position. Mr. Parry has been 












NY 








im@with Prudential in St. Louis since 1956. 





Occidental Of Raleigh 


William G. Tippens and William 
G. Baxley have been named district 
managers at Pensacola, Fla., and 
Jacksonville, N.C., respectively. 


Guardian Life 


Thomas B. Brassil has been ap- 
pointed manager at Newark to suc- 
ceed Myron E. Bay, who is retiring 
from managerial duties but will con- 


Thomas B. Brassil Myron E. Bay 


tinue with the agency. Mr. Brassil 
entered the business with Metropoli- 
tan Life at Belmont, Mass., in 1934 
and after World War II joined the 
group department of the Kemper 
group at Boston. He was named 
manager of the group department at 
Philadelphia in 1951, and, in 1956, 
manager of the eastern’ division 
group A&H department with head- 
quarters in Summit, N.J. Mr. Bay’s 
life insurance career started in 1915. 
He was appointed manager at Newark 
in 1921. 


Life Of Virginia 
Appointed managers at newly- 


opened agencies are Frederick H. 
Hummel, Cleveland; Homer E. Un- 


LIFE INSURANCE EDITION 


derwood, Arlington, Va., and Jack E. 
Fisher, Tyler, Tex. Mr. Hummel had 
been with Prudential since 1954, 
most recently as division manager at 
Cleveland. Mr. Underwood began his 
insurance career in 1953 with New 
York Life. Mr. Fisher entered te 
life business at Tyler in 1954, also as 
a New York Life agent. 


General Life, Wis. 


Ralph J. Shillinglaw has been 
named life manager of Fish & Schul- 
kamp, Madison, Wis., general insur- 
ance agency and general agent of 
General Life. 


All American L.&C. 


Samuel H. Hi- 
guchi of Honolulu 
has been appointed 
general agent of 
the company’s first 
agency in Hawaii. 
In the _ business 
since 1937, he was 
with New England 
Life for 16 years 
and with Conti- 
nental Assurance, 
United States Lif> 
and Pacific Na- 
ional in agency 
management positions. 





Samuel H. Higuchi 


Western Life Of Montana 


Frank O. Watt and G. Jack Vicic 
have joined the company as regional 
group managers at St. Paul and Dal- 
las, respectively. Mr. Watt has been 
regional group director of Washing- 
ton National at the home office. Mr. 
Vicic, also formerly with Washington 
National, was group supervisor for 
Texas. 


Franklin Life 


William B. Hem- 
rick has been ap- 
pointed regional 
manager at Jack- 
sonville. Before 
joining Franklin, 
Mr. Hemrick was 
assistant district 
manager for John 
Hancock there. 


W. B. Hemrick 


North Amer‘can Re 


Herbert B. Marsh has been ap- 
pointed assistant vice-president of 
the company and manager of the 
new western office at San Francisco. 
Formerly vice-president of the con- 
sulting firm, National Employee Be- 
nefit Services of San Francisco, he 
entered the life business in 1937 





with Prudential at Pasadena, Cal. 
Later he joined Equitable Society 
and was promoted to northwest group 
manager. He was also general agent 
of John Hancock. 


Massachusetts Mutual 
A. Peter Quinn Jr., former partner 
in the Providence law firm of Letts & 
Quinn, has been appointed associate 
tax counsel. He has taught the law 
course for CLUs in the extension divi- 
sion of the University of Rhode Island. 
James R. McDonald has been ap- 





ll 


pointed supervisor at Baltimore. He 
has been with Massachusetts Mutual 
since 1955. 


GOVERNMENT PERSONNEL MU- 
TUAL has appointed William M. Bier- 
mann general agent in the San Diego 
area. He has represented the company 
in that territory since he joined it in 
1955. 





Sun Life of Maryland reported a 
4% gain in combination business and a 
35% increase in general agency produc- 
tion in June. 





all the evidence. 
points to... 


SUCCESS 
FOR YOU 


with 


NF-L 


It’s a matter of simple deduction: 
Your best chances for success are 
with a sound, successful company that 
is still growing toward an even great- 
er potentiality. National Fidelity Life 
is a dynamic, expanding organization 
offering bonus opportunity extras. 





NEW POSITIONS being 
created for Salaried Super- 
visors and General Agents. 


FULL LINE of policies giv- 
ing unlimited flexibility in 
Life, Accident and Sickness, 
Hospitalization, Group and 
Wholesale. Both Par and 
Non-Par. 





NEW N-F-L EXTRAS 


e@ Quantity Discount Premiums 
@ Reduced Rates to Females 
@ Option-to-Buy Rider 





LIBERAL CONTRACT offer- 
ing you liberal commissions, 
salaries, bonuses, expenses. 


SERVICE available at all times 
will be friendly home office 














Write today: Vice Presidents Kemp Wood or Bennett Taylor, Dept. NU79 


National Fidelity L# 


INSURANCE COMPANY 


W. RALPH JONES, President 
1002 WALNUT e 


assistance. 


KANSAS CITY 6, MISSOURI 
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INSURANCE. 


~~ LOOK TO NORTHEASTERN LIFE 


- » « FOR PROGRESS—YOUR FUTURE IS OUR BUSINESS 


Ask for information on our SMALL BUSINESS GROUP PLAN covering 10 to 24 
employees for (1) LIFE INSURANCE and/or (2) HOSPITAL, SURGICAL, MEDICAL 


Expansion program provides opportunities for qualified General Agents. 









NORTHEASTERN LIFE itNSURANCE COMPANY OF NEW YORK 

















It took 
100 years to start 
this building! 





THE PLACE IS NEW YORK City—the Avenue of the Americas, 
between 5lst and 52nd Streets. It’s going to reach 42 stories 
into the sky and house ten thousand workers of the Equitable 
Home Office. It took exactly 100 years to reach this point. 


At the beginning, in 1859, Equitable operated for a whole year 
before it hired its first clerk! And one room on the second floor of 
98 Broadway was more than ample! 


Today it’s the third-largest insurance company in the world. 
Over nine billions in assets. Serving policyholders across the 
nation—including Alaska and Hawaii. Providing capital for 
American industry. Equitable has come a long way, indeed. The 
celebration, come July 26, is bound to be enthusiastic. 


On that day, Equitable personnel will pour into New York City 
—for the laying of the cornerstone of the new building and for 
week-long meetings to exchange ideas with fellow Equitable 
people from all over the United States. Meetings are scheduled 
at Madison Square Garden. 


Thus the second century will start with a new Home Office— 
and with a future that looks far greater than anyone could have 
imagined a hundred years ago. More and more people are going 
to enjoy the benefits of Living Insurance. And more and more 
insurance men are going to enjoy being The Man from Equitable. 


Living Insurance from 


Equitable 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 








Editorial Comment 
Forand Costs Should Scare The Voters 


The welter of conflicting opinion 
at the recent House ways and means 
committee hearings on the Forand bill 
augurs poorly for the chances of en- 
lightening the general public on the 
unsoundness of this general type of 
socialistic legislation. Yet it must be 
done if the private health insurance 
business is to have a chance of doing 
anything like the job it is capable of 
and not be virtually frozen out. 

To many who will be seeking elec- 
tion or reelection to Congress next 
year, the Forand bill or others of its 
type will seem like an effective way 
to garner a lot of votes with compar- 
atively little work—that is, unless the 
Forand-type bills can be shown to be 
political poison. 

This can be accomplished, because 
if the public really understood the 
tremendous added cost and the deteri- 
oration in medical and hospital care 
that measures of this type entail, a 
sure way to lose an election would 
be to try to ride into office on the 
demagogic appeal of this kind of pro- 
posal. At the same time, it will un- 
deniably take one of the greatest 
mass educational jobs ever under- 
taken. 

The public’s sophistication as re- 
spects pie-in-the-sky measures like 
Forand’s varies by discernible stages, 
roughly as follows: 

Stage 1: “It’s ‘free’ so let’s have it. 
It may cost a little bit more in taxes 
but look at all the free benefits we 
and our older relatives will get. The 
rich people will be soaked to pay for 
most of the cost.” 

Stage 2: “It’s really just a shifting 
of the expense load of caring for older 
people. It means that everybody will 
get hit with a higher tax but nobody 
will get hit with those back-breaking 
costs that a few older people or those 
who support them now have to face. 
The rich may have to pay a little 
more but by and large it’s just a 
leveling out of the high cost of hospi- 
tal, medical, surgical and nursing- 
home care that older people can’t es- 
cape. The total, over-all cost won’t be 
much more, because even today these 
costs are met in one way or another.” 

Stage 3: “It’s a leveling-out of costs 
but it’s also a lot more than that be- 
cause taking care of older people 
through a central bureaucratic setup 
will mean at least a couple of dollars 
overhead and incidental expense for 
every dollar’s worth of service given 
the beneficiary. Worse than that, the 
fact that every person covered by the 
act will have a right to benefits will 
mean over-utilization of facilities far 
more wasteful than anything yet ex- 
perienced, and a consequent deteriora- 
tion in the quality of the services 
provided.” 

Unfortunately, a great deal of the 
country’s voting strength is probably 
at no better than the stage 2 level of 
savvy as respects Forand-type health 
benefits. A discouraging portion of the 
voters are at stage 1. The particularly 
unfortunate thing about the stage 2 
people is that while they see through 
the “free” coverage bait—and are 





probably quite pleased with their 
perspicacity—they don’t oppose the 
proposed OASDI expansion, because 
they consider that it is really just 
a way of spreading the cost, and 
a rather fair way, at that. 

What could make the Forand type 
of proposal political poison to these 
folks is an understanding of the shock- 
ing increase in cost that takes place 
when benefits have to bear the load 
of federal overhead. In his talk at the 
recent annual meeting of the Million 
Dollar Round Table, President Oren 
D. Pritchard of National Assn. of Life 
Underwriters quoted the following 
statement on _ relief administration 
costs, made by the former business 
manager and now vice-president 
emeritus of Northwestern University: 
“One dollar of relief to a needy indi- 
vidual through a private volunteer 
agency costs seven cents, through a 
municipal agency 27 cents, through a 
state welfare agency $1, and through 
a federal welfare agency $2. 

“In other words,’ Mr. Pritchard 
commented, “for a local community 
to get back $1 for a needy person, it 
is necessary to send $3 to Washington. 
To get $1 back to a needy person it 
is necessary to send $2 to a state 
capital. Then why not bring such 
services to the local citizens back to 
the communities in which they live?” 

To be sure, Mr. Pritchard and the 
man he was quoting were talking 
about relief payments and not social 
insurance payments made as a matter 
of right. But it’s pretty obvious that 
whether relief or “insurance” service 
benefits are involved, the more the 
federal government gets into the act, 
the greater will need to be the per- 
centage of “loading” to take care of 
the complicated and expensive proce- 
dures that are characteristic of gov- 
ernment operation in a field like dis- 
ability benefits. 

For it must be remembered that 
these involve no simple determina- 
tions of whether a man is dead or 
alive, working or not working. They 
involve judgments on whether an in- 
dividual’s disability is such that he 
is entitled to the kind of services de- 
scribed in the law. Just the cost due 
to over-conscientious civil service 
employes referring decisions upward 
for fear of making errors that would 
affect their records would be enor- 
mous. 

Congressional candidates in 1960 
would certainly take a decidedly nega- 
tive attitude toward the Forand bill 
and others like it if they were con- 
vinced that a preponderance of their 
constituents were wise to the stagger- 
ing cost and other flaws of that type 
of legislation. Probably these candi- 
dates would shy away from such 
measures if they felt there was a good 
chance that between the time of vot- 
ing on the bill and the November, 
1960, elections their constituents 

would wake up to the bill’s drawbacks. 

The pressure for a Forand type of 
bill is strong, especially from organized 
labor. It will take a lot of education 
of the public and of opinion leaders 
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to offset these pressures. The facts 
are on the side of private insurance 
and against further extension of so- 
cialized insurance into the medical 
and hospital care field, but they must 
be mobilized with speed and skill, be- 
cause once a bill of the Forand variety 
gets on the books, it will be impossible 
to get it off, no matter how much of 
a mess it turns out to be.—R.B.M. 





Personals 


Charles G. Dougherty, vice-presi- 
dent in charge of insurance and pub- 
lic relations of Metropolitan Life has 
been elected a director of Sound- 
Scriber Corp., manufacturer of dictat- 
ing and transcribing equipment. Mr. 
Dougherty is also a director and chair- 
man of the executive committee of 
Life Insurance Guaranty Corp. 


H. P. Skoglund, president North 
American Life & Casualty, has been 
elected a director of Naegele Adver- 
tising Companies of Milwaukee. 


Roger H. R. Auger, an employe in 
State Mutual Life’s building depart- 
ment, has received France’s highest 
honor, the diploma of chevalier of the 
legion of honor, in recognition of his 
bravery during World War II. Pre- 
sentation was made at the French 
consul’s office in Boston. Mr. Auger, 
who also teaches classes in French at 
Assumption College in Worcester, 
Mass., has two croix des guerres to his 
credit and last year received the 
cross of the legion of honor, which 
automatically qualified him for his 
most recent award. 


Deaths 


LEWIS S. REID, 61, retired general 
purchasing agent of Metropolitan Life, 
died at Overlook Hospital in Summit, 
N. J. Mr. Reid, who had been with 
Metropolitan for 22 years when he re- 
tired last September, had also been 
an editor of Aviation Engineering ma- 
gazine and consulting editor of Metals 
& Alloys magazine. 


CHARLES D. HARDIE, 62, group 
supervisor at Chicago of Metropolitan 
Life, and Mrs. Hardie, died at their 
home in suburban LaGrange Park of 
gunshot wounds. Each had been shot 
in the head. Near Mrs. Hardie’s hand 
was a small target pistol. Mr. Hardie 
had been with Metropolitan 27 years. 


MRS. GEORGES LAFRANCE, wife 
of the Quebec superintendent of in- 
surance, died of injuries from an auto- 
mobile accident. Mr. Lafrance, who 
has been superintendent for 25 years, 
is one of the best known Canadian 
insurance officials in the U.S., and his 
wife accompanied him to many Am- 
erican conventions, most recently to 
the NAIC meeting at Boston. 


Equitable Of lowa Has Good Halt 

June production of Equitable Life of 
Iowa was $18,011,391, an increase of 
28.5% over the corresponding month 
in 1958. For the first six months, the 
total was $94,682,030, a gain of 13.4%. 
Life insurance in force at the end of 
June increased to $1,678,101,139. 


William G. Fisher has been named 
assistant commissioner of Oklahoma. 
He has been assistant rating clerk in 
the house. 
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York, which was attended by 60 em- 
Bidg., Ty @Ployes and guests. 
butheasten@ Walter Martineau, executive vice- 
president since the company’s found- 
1 St., Rm@ing, outlined the early days of the 
» aan organization and George C. Boddiger, 
1 Manage @ Vice-president and general manager, 
acted as master of ceremonies. V. J. 
‘son Blvi,@Skutt, president of Companion and of 
vine Mutual of Omaha, was unable to at- 
tend the ceremonies, but sent a tele- 
gram of good wishes, as did other 
fourth S,@friends and general agents of the 
pods, Sales § company. 
As part of the celebration, the field 
force submitted new business appli- 
@cations amounting to more than 


ician. 
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yan Bidg, | 


E. Cats §Republic National Has 
ronweait f 41% Gain In 6 Months 


bert Ebel- | F , - 
ro New business written by Republic 


National Life during the first six 


Federal L.&C. Opens 
San Francisco Office 


Federal L.&C. has opened a western 
regional service office at San Fran- 
cisco. Rangal Yorks, formerly with 
Fireman’s Fund has been appointed 
manager. 


Employes Get Lifetime Coverage 
Great Southern Life has extended 
hospital and surgical coverage under 
its employe insurance plan to make 
lifetime protection available to its 
employes as they reach retirement 
age. Extension of the benefits will 
apply both to salaried personnel and 
to agents. Employes who desire this 
protection will contribute a nominal 
amount each month to the company, 
from age 50 onward. The widow of a 
retired employe may keep up the 
protection for herself and minor 
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tion is that voluntary health insur- 
ance is either not available to most 
aged people or is priced beyond their 
reach. Also it is contended that avail- 
able health insurance benefits for 
older people are inadequate. On these 
assumptions, proponents of such com- 
pulsory proposals argue that the gov- 
ernment must assume the responsibil- 
ity for the health care costs of the 
aged. 

“It is our premise,” said Mr. 
Faulkner, “that these assumptions are 
without sound foundation and that, in 
the public interest, there are import- 
ant and persuasive reasons why this 
legislation should not be enacted.” 



















Inability To Pay Unproved 







Mr. Faulkner said it has been as- 
serted repeatedly—but never proved 
—that aged people generally are un- 
able to finance their health care costs, 
but contrary to this assertion there is 
considerable evidence that the vast 
majority of senior citizens are able to 
defray the expense of health care in 
addition to their usual living cost. 

The economic problems of older 
people, he said, are complex and dif- 
ficult to segregate and analyze pre- 
cisely. For this reason, President 
Eisenhower and Congress have _ in- 
stituted a series of studies on the 
problems of the aging. These will be 
brought into sharp focus at the White 
House conference on the aging in 
January, 1961. 














Needs Are Intermingled 





There are also many other inquiries 
being made into the economic status 
and problems of older people by both 
public and private instrumentalities, 
Mr. Faulkner observed. He pointed out 
that it is a mistake to consider that 
the health needs of older people can 
be neatly disassociated from their oth- 
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Aitacks Forand Bill At House Hearing 


FROM PAGE 1) 


er needs. A New York study in 19 
brought out the fact that hospi 


confinement of older people could y 


reduced by 20% if adequate housj 


were available for them. This suggeg 


also, he said, that much expense oft. 
erroneously considered a part of 


living expense. 

While it is true that the 
money income of older people is lg 
than those still in their working yeay 
this doesn’t 


adequate health care, said Mr. Fauk. 
ner, because the needs of an agg 
person are generally modest. He hy 


already paid the heavy expense 


raising his family and usually his j 
come is paid for. He cited figur 


indicating that about three out ¢ 
every four older people own  th¢ 


home. 
No Care Refusals Recorded 


It has never been established, sai 
Mr. Faulkner, that aged persons wh 
required needed health care hay 
been refused it. It may be, he saij 
that because of economic impediment 
real or imagined, or for other reason 
some hesitate to seek care, but tk 
point remains that no record has bee 
produced of denial of care because ¢ 
inability to pay. This is consonan 
with the long established and uni. 
formly respected tradition of Amer 
can medicine which places care aboy 
economic considerations. Every ar 
in the area has health facilities no 
only for the aged but for all, irrespe. 
tive of ability to pay. These are sup. 
ported by public funds or private con. 
tributions. 

Mr. Faulkner emphasized the exten 
to which voluntary health insurers ar 
meeting the increasing demand fi 
health care financing for the aged. He 
described what has been done in re 
cent years in the expansion and in- 
provement of voluntary health insu- 
ance as respects all ages, but as re 
spects the older citizens, the progres 
that has been made especially in the 
last five years. 


Questions HEW’s 43% 


He criticized the estimate in a re 
cent survey of the Department 4 
Health, Education & Welfare that 43% 
of OASDI beneficiaries had some fom 
of voluntary health insurance as nd 
adequately reflecting the actual a 
complishment of voluntary health it- 
surance among older people. 

“Any estimate of the percentage 
insured aged in relation to either the 
total number of non-institutionalize 
persons 65 or over or to the total 0 
OASDI beneficiaries is likely to be 
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jsleadii:g,”” he said. “This is because 
, very sizable percentage of the aged 
40 not, in their own opinion or by 
irtue of their circumstances, need or 
yant health insurance. Although their 
otal has never been precisely deter- 
ined, it is known that some 18% of 
he aged are public welfare recipients 
nder federally aided public assistance 
programs and are eligible to receive 
“nse Ofte™pealth care. 
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“In addition, there is an unknown 
umber of the aged who for various 
ther reasons do not want, need or be- 
lieve in health insurance. This number 
includes those who receive care from 
he Veterans Administration, other 
government agencies, or from private 
sources; those who receive care as 
being totally and permanently dis- 
abled or aS members of the armed 
forces, seamen, members of religious 
orders, or as a matter of professional 
ourtesy. Additionally, there are those 
who do not need or want voluntary 
Shealth insurance because they have 
sufficient income, assets or family 
resources to feel no need for insur- 
ance. 

“When the estimated 4 million peo- 
ple over age 65 who for one reason 
or another do not want health insur- 
ance are eliminated from the insur- 
able potential, a better estimate as of 
the end of 1957 of the aged who need 
and want health insurance and had 
such insurance would be in excess of 
50%. 


Sees Accelerated Growth 
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“It is our belief that as the public 
finds improved medical care increas- 
ing desirable, the expansion of volun- 
tary health insurance to the aged will 
proceed at an accelerated rate. The 
only forseeable obstacle to such pro- 
gress would be government interven- 
tion.” 

Mr. Faulkner based his estimate of 
the growth potential on the following 
points: 

—More than 70% of the total popu- 
lation has some form of voluntary 
health insurance. The people who have 
had this protection in their working 
years value it and will maintain it in 
their retirement. This is not the case 
with most of the present aged who, 
as workers, did not have this kind of 
protection. 

—Insurers are alert to the need and 
desire of many aged people for vol- 
untary health insurance, and are ag- 
gresively promoting ways to insure 
older people such as by continuation 
of insurance on older active workers 
under group plans, continuation of 
group insurance on retired workers 
and their dependents of coverage 
originally provided by group insurance 
‘otal through conversion to individual plans 

to ke on retirement, new issuance of group 

Insurance at advanced ages, continua- 
tion into the later years of individual 
| health insurance purchased in the 
| productive years, new issuance of in- 
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dividually purchased policies at ad- 
vanced rates, and issuance of insur- 
ance that becomes paid up at age 65. 


Expansion To Be Expected 


Mr. Faulkner said the percentage 
of aged covered in the years to come 
could safely be expected to increase 
a one result of the phenomenal 
stowth of health insurance since 
World War II. Moreover, contrary to 
Statements of some advocates of gov- 
ffmment plans, voluntary health in- 
surance benefits available to the aged 
ae not generally inadequate. 

Both the dollar amount of benefits 
and the length of time for which 























benefits are payable have been sub- 
stantially increased in recent years. 
Daily hospital expense benefits of 
$10 to $25 a day, surgical benefits 
schedules graded to $300 for the more 
difficult surgery procedures and cov- 
erage for up to one year of hospital 
confinment are all generally available. 
Also major medical is gaining in ac- 
ceptance among the aged as it is with 
people in their working years. 


Buyers Can Choose 


Calling attention to the availability 
of health insurance in many forms 
which permit the buyer to select the 
coverage suited to his individual 
needs, Mr. Faulkner pointed out that 
a compulsory system would necessari- 
ly provide a rigid pattern of bene- 
fits. It is also important to bear in 
mind, he said, that there is a great 
variability of medical costs and fa- 
cilities. Though HR 4700 would levy 
the same tax on all, the value of the 
benefits conferred would vary widely 
by area. 

Voluntary insurance has the special 
advantage of being responsive to the 
changing needs of the people. Hun- 
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dreds of insurers are competing ag- 
gressively and this brings research 
and experimentation. 

Taking issue with the assertion of 
critics that voluntory health insurance 
is priced beyond the reach of most of 
the aged, Mr. Faulkner said this could 
hardly be true of health care protec- 
tion that is paid up at the time of 
retirement nor of the continuance 
after retirement of group plans while 
in addition there is a vast and ex- 
panding market for individual con- 
tracts to protect the aged. 

He cited a survey by Elmo Roper for 
the New York United Hospital Fund 
that definitely established that vol- 
untary health insurance has a long 
way to go before it is priced out of 
the reach of the aged. He mentioned 
the recent Health Information Foun- 
dation study which stated that “the 
increase in health insurance for those 
65 and over is at a faster rate than is 
insurance for the rest of the popula- 
tion.” 

“While few of our aged live in lux- 
ury, the weight of evidence established 
that the vast majority of them have 
the means to secure voluntary health 
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insurance if they elect to do so,” said 
Mr. Faulkner. 

As to the costs imposed by HR 
4700, he estimated this, as of 1960, 
from $2,074,000,000 to $2,387,000,000, 
while by 1980 the range would be 
from $5,981,000,000 to $7,660,000,000. 
These costs can also be expressed as 
a level premium of from 2.3% to 2.- 
97% of taxable payroll. 


Proposed Tax Inadequate 


“These costs are much higher than 
could be supported by the one-fourth 
of 1% of taxable payroll proposed as 
the tax to be imposed on both em- 
ployer and employe or the three- 
eights of 1% proposed by the bill on 
the self-employed,” said Mr. Faulkner. 
“In point of fact, the level premium 
cost for the hospitalization benefit 
alone, as developed by the substantial- 
ly lower cost estimates of the Depart- 
ment of Health, Education & Welfare, 
exceeds the tax proposed by this bill 
by eight one-hundredths of 1% on the 
low cost estimate and by twenty- 
four one-hundredths on the high cost 
estimate. 

Noting that his estimates were sig- 
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The Reward of a C.L.U. 


Today’s life insurance market is more informed, and 
in many cases more complex. The good life insurance 
salesman also must be well informed — not only about 
his own subject, but about the complexities of such 
related subjects as wills, taxes, economics, and business 
law. The C.L.U. program offers the life insurance sales- 
man an excellent opportunity to expand and improve 
his service — and to attain the professional prestige and 
monetary rewards that go with it. For many years 
Provident has provided financial assistance as one of 
the encouragements for field representatives to qualify 


for the C.L.U. degree. 
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nificantly higher than those sub- 
mitted by the HEW department, Mr. 
Faulkner said that a large part of the 
difference is due to the over-utiliza- 
tion of services which the insurance 
associations are convinced would de- 
velop under the Forand proposal. 


Based On N. Y. Study 


“Our forecast of the cost of hospital 
service is not based on random sample 
or fragmentary data,” he said. “It is 
based primarily on the study made 
for the New York insurance depart- 
ment, which is the largest compilation 
of health insurance data on the aged 
ever made, including not only insur- 
ance company information but that 
supplied by the New York Blue Cross 
and Blue Shield. 

“These statistics are drawn from 
programs which contain financial de- 
terrents to over-utilization. The esti- 
mates contain no element of costs for 
the construction or expansion of hos- 
pital and nursing home facilities that 
would become necessary should this 
legislation be enacted nor do the es- 
timates contain any amount for profit 
or contingency. 


HeNATIONAL UNDERWRITER 


“We believe that the administrative 
cost of HR 4700 will be 10% of the 
cost of the benefits provided. HEW in 
its estimates suggested that such ad- 
ministrative costs would be in the 
neighborhood of 5% premising this 
suggestion on experience with existing 
government programs. 

“That premise fails to recognize the 
considerably greater expense involved 
in contacting thousands of hospitals 
and nursing homes and administering 
a program in which subjective in- 
fluences would play an important part 
in the volume and amount of bene- 
fits claimed. In this connection, we 
cite the fact that the costs of admin- 
istering the medical provisions of the 
old age assistance program have been 
running at 12%. 


No Coinsurance As Check 


“Extra utilization is an inevitable 
characteristic of compulsory health 
insurance schemes. Government plans 
do not have the coinsurance provision 
which is a financial deterrent to over- 
utilization. When the government pays 
the full bill, neither the patient nor 
the doctor has any incentive to control 
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Uncle Ulcer would feel like a million if he’d only check up on 
ANICO’s complete line of competitive policies and unique spe- 
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ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A &-H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 








AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRE- 
SENTATIVES, BROKERS AND 
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HALF BILLIONS OF INSURANCE IN FORCE 


utilization. On the contrary, people 
tend to use all services for which they 
have been taxed. 

“In assuming a mere 25% increase 
in utilization above the level expe- 
rienced by private insurance plans, we 
have actually minimized the cost of 
over-utilization that could readily oc- 
cur. In Saskatchewan, for example, 
utilization rates under the provincial 
hospital service plan are more than 
double those presented in table 1 of 
the appendix. 


Cites British Over-Use 


“Another prominent example of the 
cost of over-utilization was found in 
the health services program in Great 
Britain. Despite a curtailment of bene- 
fits and imposition of a ceiling on the 
cost of the plan, the costs there are 
running over four times greater than 
the original estimates.” 

Discussing HR 4700 as a serious 
threat to the future of the present so- 
cial security system, Mr. Faulkner 
said the addition of health care bene- 
fits conceivable could weaken, if not 
destroy, the social security structure. 
The proposed service benefits are in- 
consistent with the basic pattern and 
philosophy of OASDI, he said. 


Local Administration Better 


“Most existing law,” said Mr. Faulk- 
ner, “recognizes that service benefit 
programs should be operated on a 
state or local basis. Existing service 
benefit plans such as maternal and 
child care, public assistance, and serv- 
ices for crippled children, are locally 
administered. 

“Service benefits can only be pro- 
vided through local arrangements and 
individual authorization. The OASDI 
program, on the other hand, is sus- 
ceptible to federal administration be- 
eause it deals with objective, easily 
established fact, such as age, family 
relationship, and wage history and 
provides definite cash benefits that do 
not require negotiation. The present 
social security structure should not be 
jeopardized by imposing on it responsi- 
bilities for which it is inherently un- 
suited.” 

Mr. Faulkner expressed the belief 
that imposition of the additional cost 
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of HR 4700 would undermine 
long-term willingness of taxpayers 
pay for social security. He said 
according to the HEW departm 
presently authorized OASDI ben 
will cost by the year 2050 betw, 
10.51% of payroll, the low-cost 
mate, and 15.96% of payroll, the hj 
cost estimate. On a level prenj 
basis the cost is 7.62% if the low 
estimate is used or 10.07% if the hj 
cost estimate is eaccepted. 

However, if the benefits promi 
by HR 4700 are established, the 
den on the earnings of workers w 
increase so the present level premij 
cost of social security benefits, 8.7% 
of taxable payroll, to an over-all 
of not less than 11% of taxable py 
roll. 


Worse Than Income Taxes 


“These costs envision total so; 
security taxes of as much as $500 
year, which, for many people, w 
be considerably more _ burden 
than their income tax,’ said 
Faulkner. “It may well be asked 
what point the American taxpayer 
conclude that he is unwilling to 
the heavy cost of social benefit py 
grams and require a future Con 
to curtail benefits. 

“Or, conceivably, future costs coy 
rise to levels such that it would 
extremely difficult for future C 
gresses to adhere to the sound poli 
of maintaining the social security sy 
tem through special taxes levied 
those covered by the system and the 
employers, rather than subsidizing 
scheme out of general federal rey 
nues.” 


Would Breed More Pressure 


Mr. Faulkner warned that if 
4700 were enacted it would soon 
gender great pressures for expansi 
and elaboration of health care benefi 
leading ultimately to a complete com 
pulsory health insurance plan. 

“It is characteristic of social ben 
schemes that once established the 
burgeon and metastasize,” he sai 
“Over the years, the Congress 
been alert to this inherent bias an 
has not often injected new principl 
into the social security system. 
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nf health care benefits for OASDI 
ecipients is adopted, there is no easy 
stopping way short of an all-inclusive 
program. 

Brings In New Principle 


“while HR 4700 is proposed as an 
amendment to the social security act, 
it is not the kind of amendment that 
jevelops or perfects a principle now 
present in the law. The new principle 


greatest difficulty 


ease their burden. 
Indigent Becoming Fewer 
Mr. Faulkner said there 


presumably the number of 
ing all people who are at work, to 
provide health services for sick people 
without regard to need. It may be 
helpful to note some of the anomalies 
and discriminations that this bill would 
result in demands for subsequent 
amendments for their correction. 

“The proposal places a limit on the 
health service benefits provided. 
Would it be easy to expel the ailing 
aged patient from his hospital or nurs- 
ing home bed when he has exhausted 
these benefits? Could he be denied 
needed treatment because it is not 
specified in the law? 


care costs is also declining. 
“Because assistance 


bility that permits their contraction 


approach, widely adopted in the past, 
is much to be preferred,” he said. “It 


matching state and federal funds and 
of local administration. It does not 
bring into being a new and expensive 
government instrumentality but can 
be operated in the future, as in the 
past, through already 
means.” 

Enactment of HR 4700 would in- 
tensify and aggravate present and fu- 
ture economic fiscal programs, Mr. 
Faulkner warned. Added social securi- 
ty taxes means added costs of produc- 
tion in industry, thereby increasing 
inflationary pressures. Saddling the 
economy with higher production costs 
also further impairs this country’s 
ability to compete successfully in 
world markets. 

“It is a mistake to assume that 
there is no limit to what government 
can exact from the citizen in taexs. 
When the tax burden becomes exces- 
sive, individual economic incentives 
are dampened. Personal savings so es- 
sential to the vitality of the economy 
are discouraged. 


How About The Wives? 


“Consider the wives of beneficiaries 
who are not themselves eligible to re- 
ceive health care benefits. Is not the 
wife’s illness as much a burden as is 
the husband’s? Why should she not 
get equal care from OASDI? Or take 
the widow whose youngest child 
reaches 18. Is treatment for either to 
be discontinued? We believe that the 
Congress would be under continuous 
pressure to expand the benefits until 
complete medical care is provided for 
the entire population. 

“Other witnesses have or will dem- 
onstrate that health care provided un- 
der any compulsory health benefit 
scheme is grossly inferior in quality 
to that provided by the voluntary sys- 
tem in the United States. We wish to 
affirm our belief that over-utilization 
and the control necessarily imposed 
upon the providers of care in compul- 
sory schemes would adulterate the 
quality of health care in America 
were such a system established here. 

“Even after the decade of operation 
of their national health service plan, 
the English people have to wait as 
long as two years for the surgical cor- 
rection of such chronic ailments as 
diseased tonsils, appendix, or gall 
bladder. Detailed government dicta- 
tion of medical procedures is inescap- 
able in a compulsory health care plan. 

“The Congress cannot expend pub- 
lic monies without assurance as to the 
manner and purpose for which the 
funds are spent. The Supreme Court 
has long since enunciated the dictum 
that ‘it is scarcely lack of due pro- 
cess of the government to regulate that 
which it subsidezes.’ ” 


Present Aged Overlooked 


Perhaps the most cogent argument 
against the adoption of HR 4700, said 
Mr. Faulkner, is that in spite of the 
enormous cost it would entail, and the 
other undesirable consequences _it 
would engender, the legislation fails 
completely to meet the only real prob- 
lem of financing the health care costs 
of the aged, which is the presently in- 
digent aged. For while the proposal 
Would impose additional taxes on mil- 
lions of Americans to provide benefits 
for many who do not need or want 
them, it would still fail to help the 
only segment of the aged who would 
have a demonstrable need. 

Mr. Faulkner pointed out that there 
ae more than 4 million over age 65 
aid women over 62 who are not cov- 
ted by or eligible to receive OASDI 
efits, this being generally one third 


Sees Voluntary Plans Destroyed 


“Enactment of HR 4700 would de- 
stroy voluntary health insurance,” Mr. 
Faulkner declared, “for private enter- 
prise cannot compete successfully 
with government. 

“The type of benefit proposed in 
HR 4700 is pre-emptive,” Mr. Faulk- 
ner pointed out. “If the citizen is 
taxed for health care benefits, he will 
not secure duplicating coverage from 
a private insurer. Rather than being 
a drain on government, as would any 
compulsory health care scheme, pri- 
vate insurance, through the payment 
of taxes and the social good it ac- 
complishes, supports and sustains our 
government’s structure.” 


Guardian Life Broadens 
Home Office And Field 


Employe Benefit Program 

Guardian Life has liberalized its 
employe benefit program for home 
office and field personnel, including 
the combination of basic hospital and 
surgical coverage and major medical 
in one contributory group plan, with 
a major share of the cost being paid 
by the company. 

The basic plan provides $18 per day 
for hospital room and board, with an 
over-all maximum of $558. Reim- 
bursement for other hospital services 
will be made up to a $500 limit, and 
the surgical schedule provides a maxi- 
mum of $375 for more serious opera- 
tions. 

The major medical plan provides a 
maximum per illness’ benefit of 
$7,500, with internal limits of $1,000 
for surgery and $25 per day for hos- 
pital room and board. Some changes 








of all aged persons. Out of this group 
are the aged people who have the 
in paying their 
health care costs. Yet, HR 4700 and 
similar proposals would do nothing to 


is some 
evidence that the number of the indi- 
gent aged is beginning to decline and 
older 
people who without public or private 
assistance cannot defray their health 


programs, 
whether public or private, have a flexi- 


or elimination with reduction in the 


number of the indigent, the assistance 


has the advantage of economy of 


established 
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have been made in the provisions of 
the plan to correspond to policies of- 
fered by Guardian to the general pub- 
lic. Conversion privileges for both 
personnel and covered dependents are 
included. 

Other changes, all of which were 
made effective July 1, liberalize the 
provisions of Guardian’s contributory 
retirement plan and the company’s 
non-contributory group life program, 
which provides coverage equal to 
twice annual earnings, up to a $50,- 
000 limit. 


Central Mich. A&éH Agents 


Elect Langer President 


Central Michigan (Lansing) A&H 
Underwriters Assn. has elected Her- 
man F. Langer, New York Life, presi- 
dent. Other officers are Robert Tib- 
betts, local agent, vice-president, and 
Loy Whitehead, local agent, secretary- 
treasurer. 


June was the largest production 
month in the history of Bankers Life 
of Nebraska. New business issued and 
paid for totaled $12,584,842. 
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Gulf Life’s IBM 650 
Prepares Commission 
Statements And Checks 


A new electronic approach to one 
of the life insurance business’ big 
paperwork problems—the preparation 
of commission statements and checks— 
has been instituted by Gulf Life. 

Heart of the accounting procedure 
is an electronic data processing sys- 
tem, an IBM 650 tape computer com- 
posed of 10 inter-connected units. Ac- 
cording to IBM, Gulf Life is the first 
company in Florida to install the 650 
tape system. 


Up To 35,000 Transactions 


In the Gulf operation, the 650 tape 
processes between 30,000 and 35,000 
transactions a week, providing state- 
ments and checks to some _ 1,200 
agents, supervisors and managers. In 
addition, the complete accounting and 
historical records for 127,000 ordinary 
life policies are recorded on 10 reels 
of magnetic tape. 

Full conversion from former meth- 
ods to the electronic system was made 
by Gulf Life in only four months. 








WE SAID IT”... 
AND WE’RE GLAD! 
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IS THERE ROOM IN OUR BUSINESS 
FOR “PART-TIME” UNDERWRITERS? 


We believe that the issuance of part-time contracts 
to life insurance agents is unfair to the agent, the 
company, the institution of life insurance, and the 
public. Here’s why: 

The agent suffers because he cannot possibly de- 
velop the skills and the “career attitude” which are 
the ingredients of success. 

The company suffers because part-timers dilute the 
efficiency of the sales organization and require a 
disproportionate amount of administrative time and 
money. 

The institution suffers because public acceptance of 
life insurance depends upon a dignified, profes- 
sional relationship between agent and policyowner. 
The public, obviously, suffers because it is denied 
the high type of professional service which can be 
rendered only by full-time career underwriters. 
With the unanimous approval of our managers, we 
have translated these beliefs into action by discon- 
tinuing the issuance of part-time contracts. 


This series of advertisements first appeared in 1947. Since 
then, we’ve grown from $% billion to $2" billion in force. 
Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 
thing to do with it. 
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The Sound of Foundation 


Is Clearly the Sound of 


PROGRESS 


You hear it in the clatter of busy machinery, the 
ringing of telephones, the hum of an airplane motor. 
For members of the Foundation Group are moving 


selling! These are the Sounds of Progress. 


THE FOUNDATION GROUP 
MEMBERS ARE FREED OF: 
Actuarial, accounting, tabulating, auditing, under- 


writing, policy issue, premium billing and other home 
office functions that absorb so much time. 
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a chance to work. If a man has to call 
on 15 or 20 prospects to make one re- 
tirement income sale, he can’t expect 
to find a business or tax case out of 
his first three or four calls. Once an 
agent can dig up people with business 
or estate problems, he can always find 
experts to help him solve them. 

Prospects for business insurance and 
tax sales are no different than pros- 
pects for personal insurance. They are 
everywhere, including client files. 
They can be located in the time-hon- 
ored ways—through referrals of pol- 
icyholders, attorneys and accountants, 
through Dun & Bradstreet and other 
directories, through direct mail and 
through cold canvass. Before an agent 
starts searching for unusual or unique 
prospecting methods, he should be 
sure he has tapped the full potential 
of his natural market. 


Cultivate Attorneys, Accountants 


A few hours a week spent cultivat- 
ing attorneys and accountants will 
most certainly pay off in the long run. 
Although they may not be prospects 
themselves, their clients are and 
agents would do well to circularize 
them regularly in addition to personal 
contact, 

Although referrals are priceless as 
entrees to business insurance sales, an 
agent shouldn’t overlook cold canvass. 
It can be done during the daytime. 
By taking the name from the door of 
a place of business, he can prepare 
for his call with as much advance 
information as he feels necessary. And 
his canvassing can be done in a con- 
centrated area. He can spend a whole 
day in a couple of city blocks, just 
walking through doors and asking for 
the man who runs the place. An awful 
lot of business insurance has been sold 
this way. 

What kind of sales should agents 
look for? Pensions, profit-sharing 
plans, business insurance, split dollar, 
deferred compensation, gifts, estate 
planning—the type of sale depends on 
the prospect. But most of the ad- 
vanced sales of newer agents come in 
two simple areas: funding various 
types of buy-and-sell agreements, and 
insurance to pay estate costs. 

At his death practically every busi- 
ness man’s business interest is either 
kept by his heirs, or sold to an asso- 
ciate, or liquidated. In each case life 
insurance is required. Thus almost 
every business man is a prospect for 
insurance for one of these basic needs. 


Glamorous Opener Effective 


Deferred compensation, short-term 
trusts, etc., are great door-openers. 
They will open up a discussion that 
an agent might not be able to initiate 
with the less glamorous approaches of 
stock retirement or partnership agree- 
ments. 

Whether or not anything specific 
develops along lines suggested in the 
approach, being able to gain the pros- 
pect’s confidence is a long step toward 
a sale of some kind. Thus an agent, 
especially a newer agent, makes a 
mistake if he tries to become a spe- 
cialist in one of the more gimmicky 
areas of advanced sales. Flexibility 
pays off. 

One exception to the rule may be in 
the field of employe plans. This has a 
basic appeal to the business man in- 
terested in good employe relations, and 
can lead to substantial sales of per- 
sonal insurance on the lives of the 
employer and _ top-level associates. 
Many pension-planning specialists are 
unusually successful in this operation. 
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Why enter advanced sales? Wj 
few exceptions, to men who are yy; 
sually talented in one personal ingy 


; " mail 
ance sales idea and who can write nis is d 
large number of cases each year, x ¢ the ir 


tivity in business and tax sales is 4, holder 
difference between mediocrity a» estab 
resounding success in the life insy lider “a 
ance business. The agent who igi tions F 
prepared to work in advanced sag ere mé 
loses his best clients after he has gj ‘hat is 
them a policy or two. He never cash y law,” 
in on the big payoff. bout sc 
The tax structure is here to st juded al 
Whether good or bad, it has educaif, maki 
people not to pay personally for anf peficie 
thing they can have their busines onsequel 
pay for. People with large incon roken ol 
can be most quickly interested by re nsseS ON 
erence to taxes—particularly to t@) and v 
savings. counts 
Certainly with expansion of sof able. F 
security and group coverages, . ind reser 
markets for personal insurance ah ported 
not going to grow in proportion to i, ong the 
increase in national income. For i j, jikely 
agent who wants to make more tha detern 
just a modest living, it is important#+ unrep 
develop a pattern of operation whalitaplishe 
personal insurance sales are a tog net c 
product of their business and tax sak 
and not the reverse. roader A 
Business insurance and tax sales aM It is no 
not hard to make—often they aff assets 
easier to make than personal sdf the i: 
once the need has been fully devdhan the | 
oped. Economic conditions are favaixhibit 2 
able and the market is expanding (tiHcludes r 
agent need only count the number @hibit 2 « 


small businesses within a 25-mile mot includ 
dius of his office). Advanced sales ahich are 
tivity results in higher volume, high assets, a 
premiums, and higher profit-dolghase I 
per working hour for the agent. Ksets, EXP 
— so have © 
All American L.&C. Hits By, bu 


$100 Million In Force rent. 


All American L.&C. has  attaiog The inve 
$100 million of insurance in fae’  >as 
after three years in business. This qo" te 
made possible by production increagl 
during the first six. months of ]f 
Ordinary life amounted to $30,32% 
918, a 49.5% increase over the fim 
half of 1958. Group life totaled $4,6i 
250, up 26.1%. A&S premiums for! 
first six months amounted $1,941% 
an increase of 22.2%. 


Bankers National Life Paid-For 
Ordinary Climbs 25% In Six Moni 

Bankers National Life’s paid-for 
dinary business in the first six moti 
was $27,331,188, a 25% increase. Pa 
for ordinary business in June gail 


xable po 
h determi 
the inve 
b the ar 
hedule o 
estment i 


low Movir 


When in 
erage ra’ 
ing the 
e used. W 


55%. Total new business includgy th 
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if the investment yield not required 

maintain policyholder reserves. 
nis is defined as the company’s share 
if the investment yield. Separate pol- 
yholder and shareholder funds must 
he established as of Jan. 1, 1958, in 
rder to make this and other compu- 
ations required by the tax. Although 
here may be some ambiguity about 
shat is meant by reserves “required 
y law,” the new tax plan is specific 
bout some reserves which are in- 
juded and some which are excluded 

making phase I computations. 
Deficiency reserves are not included; 
onsequently these will have to be 
roken out on all contracts. Gains and 


Wsses on these reserves are not includ- 


d and will also be kept in separate 
counts because they would not be 


pxable. Reserves for unreported losses 


ind reserves for losses whieh have been 
eported but are unpaid are included 


mong those used for phase I purposes. 


is likely that a more accurate method 

# determining reserves for incurred 
t unreported claims will have to be 
ktablished. All reserves are also fig- 
ed net of policy loans. 





roader Asset Definition 
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It is noteworthy that the definition 
assets which are used in comput- 
hg the investment yield is broader 
an the definition of assets used in 
xhibit 2 of the annual statement. It 
hcludes most of the assets used in 
shibit 2 calculations and some others 
ot included. Home office buildings, 
hich are used in calculating exhibit 
assets, are not used in determining 
ase I assets. Other home office 
ksets, expenses, and depreciation will 
so have to be broken out separately. 
hese may not, in some cases, be 
oken but in the convention state- 
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nent. 

The investment yield on which the 
x is based is the gross investment 
come less certain investment ex- 
enses and interest disbursements, 
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Pduced by the tax exempt earning 
rovided for under sections 103 and 
H2-245 of the code. The company’s 
are of the investment yield is the 





@xable portion. The percentage used 





h determining the company’s share 
the investment yield is comparable 
) the amount remaining after the 
hedule of deductions from net in- 
estment income under the old law. 


ow Moving Average Works 
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When interest rates are rising, the 
erage rate earned by the company 
ing the preceding five years would 
ep used. When interest rates are fall- 








as $49,202 
974 int 






























g, the current year’s rate would be 
sed if this is lower than the five 
ar average. Under present high in- 
rest rates, the deduction for the pol- 
yholder’s share will generally be 
mailer than 85%, the rate applied to 
ost of the investment income under 
e stopgap law. The company’s share 
taxable income is further reduced 
y 10% for the first $250,000 and the 
Mpany’s proportionate share of any 
kempt interest before the regular cor- 
brate rates are applied. The 10% 
eduction is the small company deduc- 
on and is referred to as such in the 
W, 

The act, as finally passed, contains 
Phase I the deduction for reserves 

























TIONS Porting qualified pension plans 

hich was considered objectionable 
NES y spokesmen for the small compa- 
| fs. The concern has been that the 
icago 2, lt 8€ companies, which are the only 









Ms writing pensions, would have 
nee Sums released which could be 





mpact Of Tax Act Is Scrutinized 


(CONTINUED FROM PAGE 4) 


used to cut rates or to finance other 
competitive activities. However, it is 
worth mentioning that most of the 
large companies writing pensions are 
licensed in New York. Schedule Q, 
unique in that state’s insurance code, 
places limitations on the amounts of 
money that can be spent in the 
acquisition of new business; thus the 
state law will to some degree offset 
the potential disadvantage to the small 
company, which is characteristic of 
the federal law. This deduction is also 
to be applied over the next three 
years, beginning with 1959, so that 
there will be time for companies not 
now writing pensions to build up a 
staff if they wish to do so. 


Basis Of Phase II 


Phase II tax is based on 50% of the 
gain from operations, otherwise called 
the underwriting gain. This under- 
writing gain represents any savings in 
mortality and/or expenses actually in- 
curred over those assumed in the pre- 
miums. The gain from operations is 
not the gain from operations as shown 
in page 4 of the annual statement. It 
is, instead, equal to the life insurance 
company’s share of investment yield 
plus premiums, decreases in certain 
reserves, and other amounts which are 
not included in investment yield but 
which are included in gross income. 

From this amount there are deduc- 
tions for death benefits incurred, in- 
creases in certain reserves, dividends 
to policyholders, loss carry-forward 
deductions, deductions of 10% of the 
increase in reserves or 3% of the 
premiums for certain nonparticipating 
contracts, 2% of premiums of group 
life and accident and health insurance, 
premiums on reinsurance ceded, in- 
vestment expenses not deducted in 
computing investment yield and a few 
other deductions. The remainder of the 
payment of the tax on the 50% por- 
tion taxed goes into the shareholders’ 
surplus. This amount is not taxed ad- 
ditionally when it is distributed. 
Underwriting losses may be offset in 
full against taxable investment income 
(phase I); thus, many small compa- 
nies will have no tax at all. The 50% 
reduction that applies to underwriting 
gains does not apply to losses. All 
underwriting losses can be used to off- 
set investment gains. 


Policyholders’ Surplus Sources 


The 50% of operating gain which 
is not taxed, the deduction for certain 
non-participating contracts, the de- 
duction of 10% of the increase in re- 
serves or the alternate 3% of 
premiums for certain non-participat- 
ing contracts, and the 2% of premiums 
on group life and A&S_ insurance 
create the policyholders’ account for 
tax purposes. If there are distributions 
from this account, they are taxed in 
phase III. Policyholders’ surplus may 
also become taxable if it is voluntarily 
transferred to the shareholders’ ac- 
count, or if the total becomes greater 
than certain limits. Only specialty 
companies are likely to reach or ex- 
ceed these limits. 

Several of the deductions allowed in 
phase II operate to the advantage of 
the small company. These are the 
deductions for a portion of the re- 
serves for certain non-participating 
contracts, for 2% of the premiums on 
group life and A&S, and for a policy 
holders’ dividend. The deduction al- 
lowed to produce an underwriting loss 
for these three items is limited to 
$250,000. It is conceivable that a large 
company could experience a consider- 
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able loss without being able to deduct 
it, whereas a small company may be 
able to take full advantage of a sizable 
loss. 

A concession which applies to new 
ccmpanies formed in 1958 and later is 
the granting of three extra years, 
making a total of eight years, in which 
losses may be carried over. This would 
suggest that the new company obtain 
asset share studies so that it can have 
as much loss as possible on its line 
fall within this eight-year period. 

Phase III applies if, in the course 
of the taxable year, distributions to 
the shareholders which have not al- 
ready been taxed under phase I or 
phase II are made. The regular cor- 
porate rate is applied to _ these 
amounts, and it is applied gradually, 
one-third falling on 1959 operations, 
two-thirds of the rate applying in 
1960, and the full tax schedule taking 
effect in 1961. Phase III will have 
many implications for the company 
planning to mutualize, but this is not 
a problem faced by the majority of 
the smaller or newer companies at the 
moment. 


Capital gains tax is applied at the 
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same rate as for gain from the sale of 
any long-term capital asset. There is 
no tax on capital gains for 1958; this 
part is applied beginning in 1959. It 
would probably be desirable to have 
revalued and certified by independent 
appraisers, as of Jan. 1, 1959, any 
capital assets on which the current 
fair market value is not known in or- 
der to properly compute any capital 
gain based on actual value, beginning 
with the period for which the tax is 
actually applied. 

Capital losses, however, will depend 
upon the original value and not the 
value as of Jan. 1, 1959. This could 
also lead to setting up two different 
depreciation schedules, one for inter- 
nal purposes only, showing the de- 
preciation on the original purchase 
price, and the other from the basis as 
of Jan. 1, 1959, for tax purposes. 


How To Minimize Tax 


Undoubtedly the most difficult 
questions facing the insurers today 
are, “What should I do in my opera- 
tions to lighten the burden of this new 
tax act?” and “What effect will this 
act have on profits?” There are neith- 
er simple nor standard answers to 
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15 YEARS 
Finck Dorman, C.L.U. 
Nate Kaufman 


8 YEARS 


13 YEARS 
Francis H. Davis 
David R. Johnson 


Eugene K. Druart, C.L.U. 
Russell Farmer 


Water H. Huent, President 
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M. A. Kennedy 

Arthur M. Klinefelter 
William G. McClelland 
Doyal E. Plunkitt 


Marvin E. Race, C.L.U. 


4 YEARS 
9 YEARS 
Kenneth P. Sheppard, Ruth Russell 
C.L.U. Robert J. Schwab 


ARNOLD Bere, C. L.U., 
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INDIANAPOLIS ee 1959 WINNERS 





“Quality” has been our goal since organization. A high percent- 
age of NQA winners attests that the goal remains prominent. 
We congratulate our 1959 winners. 


3 YEARS 

James C. Bryson 
Marion S. Henry 

R. T. “Jerry” Moore 
Don Schlundt 


14 YEARS E. Lowell Rife Lloyd H. Sellers 
Ernest Herzog Thomas R. Stoa 
Edgar T. Russell 7 YEARS Gene J. Tharpe 


Richard A. Mitchell 
William H. Plymate 
Vinton C. Reed 


2 YEARS 


6 YEARS Edward J. Biering 
Guy E. Fairfield Harold D. Howenstine 
12 YEARS William “Art” Long Glen J. Macaux 
L. M. Carr Jack Peckinpaugh 
5 YEARS 
10 YEARS James B. Lee, C.L.U. 


Joe B. Rowekamp 
Michael J. Shanley 


1 YEAR 

Richard F. Carey 
Louis O. Carr 

Robert Dale Johnson 
Thomas F. O’Haver 
Donald A. Remington 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Wanted—THE ACTUARY TO HEAD UP 
OUR ORDINARY DEPARTMENT 


If you are a Fellow or close to it, with the ability and experience to step right in 
as the head of our ordinary department—we offer an opportunity we believe is 


unparalleled in the business. Naturally, you'll be working with calculation of rates, 
with studies of mortality, lapse and 
. but more than that, you'll set the pace for the new line of ordinary 
policies we want to introduce, and grow with the growth of this entire division 
under your guidance. Salary as well as working advantages will be to your com- 


non-forfeiture values, and dividend scales... 


expenses .. 


plete satisfaction. 


Please give complete résumé in your confidential reply. We are ready to move 


quickly. Our employees know of this 
Underwriter Co., 175 W. Jackson Blvd 





LIFE INSURANCE 
METHODS SPECIALIST 


Chicago Home Office of the Allstate Insurance 
Company has need for a man experienced in 
Life Methods and Policy Service. This position 
carries responsibility for developing office sys- 
tems and procedures and provides an excellent 
opportun‘ty to advance with a rapidly growing 
firm. 


Applicants if not engaged in Life Methods work 
should presently be in supervisory capacity in 
policy service. Replies will be held in strictest 
confidence and should include in detail qualify- 
ing experience. Please state age, education and 
expected salary. 


Send complete résumés to: 
ALLSTATE INSURANCE CO. 


7447 SKOKIE BLVD. SKOKIE, ILL. 
PERSONNEL DEPARTMENT 


ad. Address Box H-30, c/o The National 
.. Chicago 4, III. 














TIRED OF BIG CITY 
LIVING? 


. Then one of these opportunities may 
be just for you: 
We have two excellent Home Office positions 
open for a Director of Training and an Assistant 
Pension Trust Manager. Would you like to locate 
in a small city and represent a prominent 75 
year old Eastern company? A progressive com- 
pany that is not a giant and not too small—just 
the right size for unusual flexibility with plenty 
of room for personal progress. Address Box 
NY-12, c/o The National Underwriter Co., Adv. 
Dept., 17 John St., New York 38, N.Y. 


Wanted 


A progressive Multiple Line Life insurance com- 
pany operating in several southern states is 
seeking a top flight man to manage its weekly 
and monthly Premium Department. The man 
must be between 30 and 40 years of age, a col- 
lege graduate and have 10 years combined ex- 
perience as Agent, Supervisor, District Manager 
with some Home Office experience—He should 
have been associated with no more than two 
companies during the past ten years, preferably 
in the Southeast. This position offers an attrac- 
tive salary, bonus on department production, 
company stock option and other benefits. Sub- 
mit résumé and photo confidentially to Box 
H-70, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














Wanted: Agency Director 


A Western life insurance company needs 
agency director who has successful sales 
background and experience in recruiting 
agents and servicing general agenis. 

Also general agency openings in Califor- 
nia, Arizona, New Mexico, Utah, Nevada. 
Send complete résumé, salary expected, 
reply to Box H-69, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


ACTUARIES WANTED 


Fellows or Associates preferably; with life, group, 
A. & H., or pension experience. 


We maintain highest professional standards. We 
have prominent loyal clients throughout the mid- 
west. Our actuaries work directly with clients 
and assume full responsibility. Work is very var- 
ied, interesting, and challenging. Some travel; 
but not too much. Company-paid group life 
and comprehensive hospital coverage, and gen- 
erous profit-sharing plan. New air-conditioned 
suburban offices. Replies strictly confidential. 


Nelson and Warren, Inc. 
111 S. Bemiston Ave., St. Louis 5, Mo. 




















AGENCY WANTED 


Alabama state wide organization of agents, su- 
pervisors, and managers with offices desires 
agency contract to sell Hospitalization, A & H 
and Life insurance to supplement present limited 
hospital coverage now sold. Advertising and 
leads preferred. Company should be presently 
licensed in state with policies approved as we 
are ready to do business. Mercantile Under- 
writers, P. O. Box 5901, Birmingham, Ala. 








CALIFORNIA 
GROUP MANAGER 


A progressive, sales minded Midwest Life and 
Accident company has an opening in its grow- 
ing group field force. Age 27-45 with group sales 
experience to develop and service accounts in 
California area. Salary commensurate with ex- 
perience and ability. 

Opportunity for lifetime career with a 70 year 
old mutual company. Send complete résumé 
of personal and business background, enclosing 
photo, if available. Write Box H-67, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





these questions. In general, the solu- 
tion seems to be that the company 
should consider regulating its growth 
in such a way as to minimize for many 
years to come the amount payable 
under phase II. How to accomplish 
this can best be determined by spe- 
cialized actuarial calculations. 

The act permits a company to rein- 
est its earnings in the company’s 
operations without any tax imposed 
on the underwriting profits so long as 
the reinvestment is done in such a 
way that the costs can appear in the 
balance sheet. Extreme care should be 
taken, however, to assure oneself that 
the hope of tax relief does not prompt 
the company to expand improperly or 
to adopt unsound business policies. 
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These are a few of the imp!ication, 
of this new act which occur to an g. 
tuary taking a first long view of th 
final form of the new act. Tax a 
torneys undertaking interpretation g) 
the act will undoubtedly spend many 
months exploring its elements. It wy 
be some time before it can be (¢. 
termined whether or not this is; 
suitable solution. 

In the next few issues we will cop. 
tinue this examination of the act fro, 
the point of view of the aciuary , 
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that we may consider in greater ¢. 
tail the operation of a small or a ng 
company in the light of the act anf 
the interpretations of the law suppligj 
by the Revenue Service and by th 





Inadequacy Of Mutual Funds Illustrated | 


(CONTINUED FROM PAGE 2) 


case with the usual tangible pur- 
chases, except perhaps a piece of 
income-producing real estate. 

Are mutual fund men conscience- 
stricken because they sell all the mutu- 
al fund shares they can to a prospect 
regardless of how little life insurance 
he may have? No, and they would 
probably regard anyone who expected 
them have such pangs as_ being 
slightly simple-minded. The mutual 
fund man’s attitude might be sum- 
marized about like this: 


Takes ‘Practical’ View 


“Let’s face it—the average mutual 
fund prospect is never going to have 
adequate life insurance by the life 
man’s standards,. So let’s base our at- 
titude on what we find in actual 
situations: Here’s how much life in- 
surance my prospect is carrying. If he 
now wants to buy some mutual fund 
shares should we say, ‘No, you haven’t 
got what life insurance men think is 
enough life insurance, and until you 
have, I won’t sell you any mutual 
fund shares.’ 

“He knows he isn’t going to buy the 
life insurance man’s idea of adequate 
life insurance, we know it and the 
life insurance man knows it. Who’s 
being kidded? It’s not going to be us, 
brother. If this joker hasn’t enough 
sense to get himself as much insurance 
as he ought to have, it’s not up to me 
to back off until he does get it. I’m 
in business, just like the fellow across 
the street is in the auto business. I 
want to sell an honest product, that'll 
be what we represent it to be. I want 
my prospect to buy what I have to 
sell but whether it’s the wisest thing 
he could do with his money I’m not 
responsible for and I don’t intend to 
be.” 


Not Heartless In Attitude 


The mutual funds man is not heart- 
less in this attitude—at least, no more 
so than the Cadillac salesman, the 
real estate agent or the TV dealer. 
Only a minute percentage of mutual 
funds people have what a life insur- 
ance man would regard as adequate 





AGENCY CONSULTANT 

Former Agency Director with young company 
experience available in advisory capacity to 
assist agency department in method of procur- 
ing agents and managers without advances, 
special policies, and other agency problems, 
Texas, Oklahoma, Arkansas and Louisiana. Write 
Box H-61, c/o The Nationai Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 

















ACTUARY AVAILABLE 


F.S.A. age 35. Large company background. 

Ordinary Life and A&H experience. Some Group. 

Interested in Life company or Consulting con- 

nection. Easy personality. Prefer West Coast 

area. Reply Box H-60, c/o The National Under- 

—— Co., 175 W. Jackson Bivd., Chicago 4, 
inois. 





REGIONAL DIRECTOR 
OF AGENCIES 
Dependable, qualified and capable. Few men 
have my background of broad successful expe- 
rience in the many phases of Agency work. Prefer 
residence in Central area of United States. 
Write Box H-66, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 
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insurance but even if they all had j 
they would hardly suffer conscieng 
pangs because their prospects lacke 
the same level of coverage. 

For one thing, the mutual funié 
salesman has no feeling of being hi 
brother’s keeper, the way many lif. 
agents have. Regardless of whethe 
the feeling is one of unalloyed altr. 
ism or selfishly based on the hope gj 
commissions, many life agents develo 
as highly professional an _ interest j 
the welfare of their client and hi 
dependents as the doctor or any othe 
professional man. 


Attitude Is Rare 


Very few sellers of anything el 
have this attitude toward the prospec! 
or client. The idea that mutual funj 
salesmen or even mutual fund man 
agement should have it is strictly ; 
life insurance concept. To mutual funi 
people it appears either utterly daft o 
else a phony attitude put on like | 
stage costume to justify  persisten' 
selling methods. 

It just isn’t in the cards for th 
mutual fund people to subscribe to the 
life insurance man’s idea of adequate 
life insurance, but some sort of accord 
might be worked out in the field o 
destructive selling activity. Most of the 
beefs in connection with mutual funi 
sales have been in connection with 
advice to prospects to give up preset! 
cash value insurance, use the mone 
to buy mutual funds, and buy tem 
insurance for death protection. 


Pact Poses Difficulties 


Such a non-aggression pact sound 
good but poses some difficulties. I 
would be nice to have the mutud 
funds barred from recommending tht 
twisting of life insurance policies bu 
what about prohibiting life agen 
from advising people to sell thei 
mutual fund shares? , 

Offhand, it would seem as if lif 
men have more to gain by such # 
agreement, since there is a lot mot 
in the way of vulnerable cash valle 
around than there are mutual fun 
shares. Also, at the moment, it seem 
easier to sell people on giving up ca 
values than dumping their mul 
fund shares. , 

But the question is, How much cot 
trol can the mutual funds wield ové 
their salesmen, even though the 
sincerely want to? Complaints abd! 
twisting are notoriously futile, hen 
few agents or policyholders bother 
make them except in the most flagrali 
cases, and only rarely then. It usual 
means that several people have 
take a lot of time and trouble to fett! 
the twister a light slap on the wih 
if that. 

Probably the most realistic couls 
is to try to arrive at some check ® 
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destructive selling but otherwise to 
forget about restraints on competition 
between life insurance — and mutual 
funds as far as any inter-industry 


) agreement is concerned. Unless it’s 
‘| already invested in mutual funds or 


cash Values, the understanding would 
be that the consumer’s dollar is up 


for grabs. 
Complete With Factual Data 


On the non-destructive competition 


front, probably the best plan is to 


compete hard and with factual data. 


* gvery mutual fund should be analyzed 
| for its record and its probable future 


performance. The amount of yield 
needed in a buy-term-and-invest-the- 
difference program should be pin- 
pointed; then the fund in question 
should be analyzed to determine if, on 
the basis of all factors, including 
taxes, the fund is likely to produce 
this yield. 

Stress Worry-Free Aspect 


Moreover, the worry-free aspect of 
life insurance should be stressed more. 
What’s a man’s time worth? If instead 
of worrying about his mutual fund or 
stock market investments and doping 
out what and when to buy and sell he 
put the same amount of time into 
earning money doing whatever he’s 
good at, he’ll probably be better off. 
And, like with Westinghouse, with 
life insurance he’ll be SURE, which he 
can never be with a mutual fund. 

These considerations should be re- 
duced to facts and figures and made 
available to life insurance people for 
distribution to their clients and pros- 
pects—particularly to prospects who 
might be vulnerable to the siren song 
of the mutual fund salesman. The 
rising sales and aggressiveness of the 
mutual fund business should be a 
warning that the life insurance busi- 
ness has a real fight on its hands. 


Mobilizing Strength 


There is evidence that the strength 
of the life business is being mobilized 
to push the opposition back to its 
proper—and rather minor—place. It 
may take more doing than was earlier 
thought necessary, but with the in- 
nately superior position of life insur- 
ance there is obviously no doubt about 
the outcome. 

Franklin Life field representatives 
attended a sales school July 12-17 at 
Starved Rock Lodge near Utica, IIl. 


EXECUTIVE * 
LIFE, ACCIDENT & HEALTH 
OPPORTUNITIES 
+ ADMINISTRATIVE V.P. .......... $20,000 
* AGENCY VICE PRESIDENT ...... $18,000 
* AGENCY DIRECTOR ............ $15,000 


¢ SALE-ADV-PROMOTION DIR. ..... $15,000 


* GROUP INSURANCE MANAGER ...$10,000 
* PRODUCTION MANAGER, A&H ...$12,000 
¢ BRANCH MANAGER, A&H ....... $10,000 
| ae $.9,000 
* FIELD SALES SUPERVISOR ...... $10,000 
° AGENCY DIRECTOR ............ $12,000 
¢ SALES DIRECTOR .............. $15,000 


Many more opportunities not listed. Make 
your availability known to me for confi- 
dential and individualized referrals. 


We offer NATIONWIDE coverage for the 
Insurance man who is seeking the best in 
Opportunity. 


H. J. Roberts 


“Insurance Executive Consultant”’ 


. CADILLAC ASSOCIATES 
29 E. Madison Bldg. 
Chicago 2, Ill. 
*“Where More Executives 
Find Their Positions Than 


Anywhere in the World.” 
(eee, 
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Slichter: Individuals Can Cure Inflation 


(CONTINUED FROM PAGE 1) 


hour production; and an unbalanced 
federal budget. 

“Significant and important’ invest- 
ment gains are being made by North- 
western, Mr. Slichter reported. Unless 
interest rates are artifically tampered 
with by political action, rates for some 
time to come will be at “quite attrac- 
tive levels most of the time.” 

With regards to operations, Mr. 
Slichter noted that the new electronic 
system conversion has been going 
along smoothly, and in some respects 
has exceeded company expectations. 
At the beginning of 1960, it should be 
possible to fully convert an agency 
every week. 

After several years of debate in 
legislative hearings and in the press, 
the variable annuity has gained a new 
degree of factual recognition through 
its acceptance by the New Jersey 
legislature, Mr. Slichter said. Because 
of New York’s substantial compliance 
section of the insurance law, the next 
area of major debate will “very prob- 
ably” occur in that state. 


An Inflation Hedge? 


What does this mean to Northwest- 
ern? “Frankly,” Mr. Slichter said, “we 
cannot know.” Arguments about the 
variable annuity have been largely o1 
theoretical grounds. Most of these 
hinge on the effectiveness of this de- 
vice as an inflation hedge, with ad- 
herents and opponents using the same 
historical statistics to prove opposing 
points of view. 

If the variable annuity attains 
widespread acceptance, the question 
of the supply and price level of com- 
mon stocks becomes of prime impor- 
tance. Considering the steep upward 
trend of common stocks, “who can 
say that stocks at such prices are a good 
hedge against inflation?” Mr. Slichter 
asked. A variable annuity based upon 
high-priced low yielding stocks may 
turn in a tragic performance just at 
a time when the owner can neither 


financially nor emotionally survive 

such a reversal. 

Competition From Two Areas 
Competition does not necessarily 


refer to other companies, Mr. Slichter 
said. The most effective competition 
comes from two areas. The first is 
represented by such tangible goods 
as household furnishings, garden tools, 
etc. The other area is made up of in- 
tangibles such as amusement and re- 
creation expenditures. These are the 
competitors, Mr. Slichter stated—their 
appeal to the individual is very strong. 

Every action the company takes is 
fraught with personal consequences to 
the policyholder and his beneficiaries, 
Mr. Fitzgerald said. Every effort is 
made to prevent a policyholder from 
being merely a seven digit number 
or a set of holes in a punched card. 
Mr. Fitzgerald said he did not know 
if Northwestern will ever adopt group, 
but if it should a negative element in 
the picture will be the dilution of the 
person-to-person type of relationship. 


Grant Hill’s Book 


After displaying the leather-bound 
book that was presented to Grant L. 
Hill, retired vice-president, and which 
contains signatures of those who par- 
ticipated in the recent record-breaking 
Grant L. Hill month, Mr. Templin 
passed along greetings from Mr. Hill, 
now on vacation. He then introduced 
many members of both the home of- 
fice and the field force. 

Mr. Baird discussed Northwestern’s 


new sales idea—I.Q., or investment 
quotient. This is expressed as a per- 
centage and is the ratio of the cash 
value within a life policy at any given 
time, as related to premium paid. 

1.Q. differs from other measure- 
ment devices in life insurance, and 
particularly from “net cost,” Mr. 
Baird noted. There is nothing wrong 
with “net cost” just so those who use 
it understand that it is a technical 
and theoretical measurement. As a 
sales device, however, it can be im- 
proved upon. 


A Positive Approach 


The basic factor about I.Q. is that 
it is a positive approach. Psychologists 
have noted that “cost” is a negative 
concept. People do not buy because of 
cost, or because the cost is low. Their 
purchases stem from benefits or satis- 
factions they expect to obtain. This is 
what I.Q. stresses. It is somewhat 
similar to the maxim, Keep your eye 
upon the doughnut and not upon the 
hole, Mr. Baird suggested. 

As the measurement of the asset 
value within the policy, I.Q. stresses 
the continuing aspect of life insurance, 
the improvement in financial position 
year by year. The values are there, 
subject to the policyholder’s control, 
but it is not necessary to surrender 
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the policy to use them. Although not 
intended solely as a competitive de- 
vice, Mr. Baird said, 1.Q. measure- 
ment does point up Northwestern’s 
high cash values and liberal dividends 
throughout the life of the policy. 
Furthermore, since this is a measure 
of value in a continuing policy, sur- 
render dividends do not complicate the 
picture. 


Practical Applications 


Louis F. Bunte, district agent at 
Atlanta, then noted some _ practical 
sales applications of I.Q. Most appli- 
eants know about Intelligence Quot- 
ient and although Northwestern’s use 
of the initials is quite different, the 
general connotation is good inasmuch 
as it gets across to them that this is 
smart procedure, he said. 


Eddy To Testify On 
Govt. Employes AdS Bill 


WASHINGTON—C. Manton Eddy, 
vice-president and secretary of Con- 
necticut General, has been tentatively 
selected to testify July 30 before the 
House post office and civil service com- 
mittee on the federal employes health 
and hospitalization program. At a joint 
meeting of committees of Life 
Convention, Life Insurance’ Assn. 
and Health Insurance Assn. here, it 
was decided to present one witness to 
suggest certain changes in the bill re- 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE — FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 














DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 








CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 
Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 














ST. LOUIS KANSAS CITY 
THE 
HOWARD E. COMPANY 
INCORPORATED 
Consulting Actuaries 
2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 














RINTYE, STRIBLING 
& ASSOCIATE 


Consulting Actuaries —1 e Acc 
Pension Consultants 
William-Oliver Bldg. 
sAckson 3-7771 








Atlonta 














E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna 


Consulting Actuaries 


Accountants 








Irate Sohien & a 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 





New York 17, N.Y. 
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